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American-Standard announces 
new-design plumbing fixtures 


new matched styling...new utility...new sales appeal 


| | A 

American-Standard. 
New- design American - Standard BEAUTIFUL AME y 

: Nouce the trun 
plumbing fixtures are being an- New Compani 

; American-Stame 

nounced to prospective home buyers 
in the August 17 issue of Life maga- 
zine. Be the first in your area to 
feature them. These beautiful, har- 
monizing fixtures will add to the 
sales appeal of any home you build. 


See this new line at your American- 





NEW-DESIGN American-Standard 
plumbing fixtures are more beauti- 
ful, more convenient than ever. You 
can choose from a variety of genuine 
vitreous China lavatories and toilets 
styled to match the trim, horizontal 
lines of famous American-Standard 


cast iron bathtubs. These fixtures are 








also unusually convenient to use and 
casy to keep clean. 
All embody the same top quality 


that makes home buyers prefer 





Standard retailer's. Or write for liter- 


ature, Form No. 482. 





SMARTLY-STYLED 
design is the Ne 


new-design lavatories, the bowl is wider dishes and smooth-working fittings fn | 

at the front where space is needed most, ished in easy -to-keep-clean Chromard 
then tapers to provide large soap dishes Made of genuine vitreous china for long 
It's made of vitreous china and features life, the New Comrade has a front over 
a front overflow and anti-splash rim. flow to preserve smoothness of design 
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MERICAN- 
THE NEW CADET toilet harmonizes per- 3) A i H R O ©) M ) 


fectly with other American-Standard fix- 
tures, is ideal for budget bathrooms. Its 
een graceful lines and new base American Radiator & Standard Sanitary Corporation, 
design make it easy to keep glistening 


clean. Made of genuine vitreous china. Dept. NR-73, Pittsburgh 30, Pa. 
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As fundamental as 


cupboards. 7 


Home buyers respond to details that add to their convenience 
in living, whether these details are built-in cupboards 


and closets, or built-in telephone raceways. 


It’s an easy job to install telephone outlets and raceways while 
a house is under construction. And the cost is low. 


Concealed telephone wiring adds much to the convenience, 
A well-built house ; ‘ 
foe the beauty and the salability of the homes you build. 
is always better ¢ / 
when it includes 


siieiiilinn tnt Your Bell Telephone Company will be glad to help in planning 


telephone wires economical raceway installations. Just call your nearest Business Office. 
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American-Standard announces 
new-design plumbing fixtures 


new matched styling...new utility...new sales appeal 


NEW-DESIGN American-Standard 
plumbing fixtures are more beauti- 
ful, more convenient than ever. You 
can choose from a variety of genuine 
vitreous China lavatories and toilets 
styled to match the trim, horizontal 
lines of famous American-Standard 
cast iron bathtubs. These fixtures are 
also unusually convenient to use and 


easy to keep clean. 


All embody the same top quality 
that makes home buyers prefer 
American-Standard. 

New- design American - Standard 
plumbing fixtures are being an- 
nounced to prospective home buyers 
in the August 17 issue of Life maga- 
zine. Be the first in your area to 
feature them. These beautiful, har- 
monizing fixtures will add to the 


sales appeal of any home you build. 


See this new line at your American- 
Standard retailer's. Or write for liter- 


ature, Form No. 382. 


THE NEW CADET toilet harmonizes per- 
fectly with other American-Standard fix- 
tures, is ideal for budget bathrooms. Its 
smooth, graceful lines and new base 
design make it easy to keep glistening 
clean. Made of genuine vitreous china. 


rz 


BEAUTIFUL AMERICAN-STANDARD FIXTURES add glamour to this practical bathroom 
Notice the trim lines of the matching fixtures. This harmonizing group includes twin 
New Companion lavatories, a New Compact toilet and a Master Pembroke bath 
American-Standard plumbing fixtures are available in white and a variety of colors 


SMARTLY-STYLED lavatory with convenient 
design is the New Roxbury. As in all the 
new-design lavatories, the bowl is wider 
at the front where space is needed most, 
then tapers to provide large soap dishes 
It's made of vitreous china and features 
a front overflow and anti-splash rim. 


THIS IS THE NEW COMRADE LAVATORY. It 
features a useful shelf back, integral soap 
dishes and smooth-working fittings fin 
ished in easy -to-keep-clean Chromard 
Made of genuine vitreous china for long 
life, the New Comrade has a front over 
flow to preserve smoothness of design 


American-Stanrdard 


BATHROOMS 


American Radiator & Standard Sanitary Corporation, 
Dept. NR-73, Pittsburgh 30, Pa. 
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As fundamental as 


built-in cupboards. - 


Home buyers respond to details that add to their convenience 
in living, whether these details are built-in cupboards 


and closets, or built-in telephone raceways. 


It’s an easy job to install telephone outlets and raceways while 
a house is under construction. And the cost is low. 


Concealed telephone wiring adds much to the convenience, 

A well-built house oe ’ 

rhage ae the beauty and the salability of the homes you build. 
is always better / , 


when it includes 


contin tes Your Bell Telephone Company will be glad to help in planning 


telephone wires. economical raceway installations. Just call your nearest Business Office. 
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Canada, $5 a year; in all other countries, 
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A Shot in the Industry Arm from April. This was a drop of 2,600 units from 


May 1952 and was the first time May starts have not 


exceeded April since World War II 


After four days of hearings on the Senate’s current 
housing bill, S.2103, the Senate banking committee 


recommended that the President be authorized. to Increase for Section 8 Mortgages 


, ’ i ’ 7 i » ‘nits rover ’ 
resent pee: y Gieaee ar leon Angee yon Another recommendation of NAHB was written 
than 5% Present terme call for a 20% downpayment into the bill by the banking committee. It would 
on a $12.000 house. or $2.400 increase from $4,750 to $5.700 the maximum mort- 

gage on Title I, Section 8 houses. Highest priced 
house which could be built under the old limit was 
about $5,000, which, of course. is far out of line with 
today’s housing costs. Under the new limit. it will be 
possible to build S6.000 houses with this type ol 


Jefore the hearings, chances for authorizing a 
downpayment cut seemed slight. The administration 
had decided to exclude it for fear it would hold up 
legislation on other parts of the bill slated to expire 
june 30 unless renewed. 


financing. 
May Housing Starts Dro 
Y a on P FNMA “One-for-one” Plan 
Perhaps the prime reason for recommending the 


downpayment change was the drop in May housing S.2103 would also Rive the Federal National Mort 
starts. According to the Bureau of Labor Statistics. gage Association authority to use the “one-for-one” 
Nay starts totaled 107.000, a decrease of about 3.000 (Please turn to page 8 
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easy to build—easy to sell—easy to finance 


Homes like these move fast. Smartly styled 
with an efficient floor plan, Pollman Homes 
are designed by Richard B. Pollman. His 
homes are universally popular and the “Sold” 


sign goes up often before the paint is dry. 


Best of all, since they are factory assembled, 
Pollman Homes go up fast—3 to 4 weeks 
for the average builder —occupancy in less 
than a month. Builders also realize sub- 


stantial savings in inventory, ware- 


ww 
anil! 1, 


housing, purchasing and administra- fh 
4 


tive Costs—site work is kept to a minimum 


with Pollman panelized sections. 


FHA and VA acceptance are easily obtained, 
and Pollman’s conventional design and 
engineered construction meets up-to-date 
building codes everywhere. We suggest 
that you investigate the salable lines of Poll- 
man Homes available for both northern and 
southern climates. Write us today, we will 


be happy to provide you with com- 


Vi, : ‘ 
~, plete information. 
mi 


nie 


THE THYER MANUFACTURING CORPORATION 


TOLEDO, OHIO, 2857 Wayne Street, Tel. WA-5637 © JACKSON, MISS., 418'% East Pearl Street, Tel. 2-6561 
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Flexible Storage Wall. (Plan |) 
Simplicity of construction, 
adaptability mark this striking 
fir plywood built-in. Provides 
compact storage in small space 
Box-like drawer, desk and cabi- 
net units are interchangeable 
Sections can be altered, added 
or subtracted to fit wall space Under-Eave Storage (Plan 2) makes use ot 
Cost of tir plywood to buik usually wasted space in expansion attics, 


j 
unit shown 5* second floor of story and a half home. Unit 
can be made to fit any ceiling slope. Fir 
plywood to build it costs » 


WAYS lo pul ertra 


with low-cost 


AVAILABLE 


HeRE are eight new ideas you can use to build your sales- 
story right into the house. For even the most modest home 
can be lifted above the ordinary . . . given extra sales-appeal 
with low-cost fir plywood built-ins. 

Fir plywood built-ins far more than pay for themselves. 

They sell houses faster—and at better prices. See how little 
you pay* for fir plywood for each of these built-ins. 

And when you plan with plywood, you make the built-in 
brane cog seapiee a yy ogg fit the house—exactly! No bothersome juggling of “stock” 
bedding. Sales feature: tough fir plywood doors units. Fir plywood is easy to cut, fit, fasten. Paint it with 
= ght ene aaene  h — domiede = popular modern accent colors to compliment your interiors 

. or use light stains to feature the real wood grain. 

Get detailed plans for these eight sales-clinching built-ins 

from your local lumber dealer—or write Douglas Fir Ply- 
wood Assn., Tacoma 2, Wash. Please order by number. 


Fir Plywood 


Douglas For Plywood 





This trademark identifies quality-tested PlyPanel® —the versa- 
pl tile “one-side" grade of Interior fir plywood. Other grades 

include “two-side" panels for uses where both sides of panel 
eal will be seen. For outdoor use, specify Exterior-type fir plywood. 
Lo not li EXT-DFPA® on panel edge means 100% waterproof glue. 


SPECIFY DFPA-INSPECTED FIR PLYWOOD 
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Shelf-Door Wardrobe (Plan 3) combines tea 
tures of roomy closet, dresser and chest of 
drawers. Use it to help sell your house 
faster. Can be used in any room. Build it 
with fir plywood for only . 








Sectional Storage Units (V’\ui 4 


cun be combined to for 


mu t ih LOT ULE sal 
room or den. Ses 
ca be pre-buil 
talled o yh. Fir ply 


sales-appeal in your homes 


ir plywood built-ins 





Island Entry Wall (Plan 6) 
defines entry and living 





areas without contining 
either. Adds feeling of 
spaciousness. Saves build- 
ingcosts by replacing con- 
ventional wall and entry 
closet. Fir plywood to 
build it costs * 





Odds and Ends Cabinet (Plan 7) appeals to 
women customers. Use it to reclaim waste 
space above water closet or hang in kitchen or 
utility room for extra storage. Get fir plywood 
to build it for only $8* 


Music and TV Center (Plan 14) offers a 
real sales feature for music lovers. TV on 
turntable can be turned for convenient 
viewing. Main unit holds radio, record 
player and record storage. Fir plywood 
to build it costs about - 
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SILK SCREENED 


PROPERTY AND FOR SALE SIGNS 
that Stand Out — Stop ‘em — Sell ‘em 





There is only ONE BEST of anything — You're no doubt paying for the best. 
Why not have it? Why not try MOORLEE? 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand — Also 
available through many local REALTY BOARD OFFICES. 


SECRETARIES WRITE US ABOUT OUR BOARD DISTRI- 
BUTION PLAN NOW IN OPERATION 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 













FREE DESCRIPTIVE FULL COLOR NO ORDER 
LITERATURE AND PRICES SENT TOO SMALL 
AT ONCE NONE TOO 
= i WY Tes 











MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY HILLS, CALIF 


BKadshaw 2-5471 





a SIGN OF 


Hew 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


PROGRESS 





Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000. 

@ Eliminates going after and returning key to listing 
office 


@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant. 


PATENT PENDING 


Non-duplicating keys 
furnished 

Pilfer — Tamper Proof 
May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 





FOR FURTHER INFORMATION 





EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY eisiinehiarinne 


239 No. Robertson Blvd i) 





R July. 1 
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Journal Reports 
(Continued from page 4) 

plan of revolving its mortgage fund. FNMA would 
be permitted to sell mortgages from its portfolio and 
give the buyer of those mortgages a receipt which 
would permit him to sell back to FNMA an equal 
amount of FHA or VA mortgages within one year 
No dollar limit was written into the bill although the 
Administration had asked for a $200 million limit 
of FNMA’s buying. It was decided that FNMA could 
regulate the amount of mortgages exchanged, but it 
is expected to exchange not more than 90% of the 
mortyages it sells 

In addition to providing a secondary market for 
mortgages by allowing FNMA to revolve its mort- 
yaye fund, the recommendation would also permit 
KNMA to upgrade its holdings by selling its 4% 
mortgages and buying back mortgages under the new 
rate of 414% 


Other Provisions 

Other provisions in the bill would 

elncrease by $100 million the VA’s direct loan 
authority. making the total authorization $200 
million which the VA could loan directly to veterans 
plagued by the tight mortgage money situation. 

eBoost by $1.5 billion the funds available for in- 
suring regular FHA loans. It is expected that FHA 
will reach the present limit of $13.2 million late this 
summer, 

@lncrease the maximum mortgage for 9YO% loans 
on housing coming under Section 207 from $6,300 
to $7,200. But it would require that these multi- 
family rental units have two bedrooms each. For 
Section 207 mortgages over $7.200 and up to $10,000. 


| 80°, loans would be permitted. 





elkixtend for one year the authority to construct 
public housing in critical defense areas. (his change 
was also written into the bill by the banking com 
mittee. The original bill would have permitted gov 
ernment financed defense housing only near atomic 
energy plants. ) 

@ Allow FNMA to buy other mortgages with funds 
not needed for military, defense, or disaster housing 
commitments. The banking committee believes about 
$200 million would be transferred under this pro 
vision. 

@ Allow FHA to pay its back debts to the Treasury. 
which are estimated to be about $57 million. 

extend for one year the FHA military housing 
mortgage Insurance program 

@lxtend for one year the FNMA authority to make 
advance commitments to purchase military, defense. 
and disaster housing mortgages 

@ Dissolve the Home Owners Loan Corporation 


ABOUT THE AUTHORS 


WHat prompted L. Douglas Meredith, author of “What 
the Open-End Mortgage Can Do for You.” to become an 
economist was a fascination for the news 
paper market page. While studying at 
Bucknell to become a chemical engineer 
he found that economic equations were 
more interesting than chemical equations 
and took up stock trading on paper as a 
hobby. A native of Pennsylvania, holder 
of a number of college degrees, and a 
member of Phi Beta Kappa. Meredith 
has been a university professor, a news 
paper and magazine writer, Vermont 
conmmissioner of banking, and a national 
ly known lecturer. In addition to his exe 
cutive capacities at National Life, he 
directs the committee which handles in 
vestments for the company 
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New Century Homes Sell Faster.....Build Faster 





a > 
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Four bedrooms, breezeway, garage, Full base 


Have you considered building homes to take advan- 
tage of the more liberal financing terms available on new 
houses? Then investigate the New Century Homes 
because they offer conventional house appearance at 


- 


ment 


prefabricated home speed. 

Where else can you get these features at a price com- 
petitive to any other new house being built today? 
Conventional siding. Plywood sheathing throughout. 
Painted or papered interiors. Fiberglass insulation. 
Gabled or hip roofs. Youngstown Kitchens. Van Packer 
Chimneys. Two-, three-, and four-bedroom homes. Utility 
rooms or basements. Over 200 basic floor plans. Eligible 
for FHA, VA and conventional loans. Hardwood flush- 
panel interior and exterior doors. Automatic heating sys- 
tems. Three picture windows. Shoulder-high windows. 
Rusco Double-hung Steel Windows. Self-storing plastic 
screens. Hinged, sliding, or folding closet doors. Catalog, 
advertising, sales and plan service. 

New Century Homes are eligible for most subdivisions 
—even brick or stone veneer. Personal service by expe- 
rienced management. Make your building operation 
easier — investigate these outstanding homes. Always 
new, always modern. Union made by United Brotherhood 


of Carpenters and Joiners of America, Local 215, the 
American Federation of Labor. 





Call, write or visit us today. 


Phone 2-0171 Lafayette, Indiana 





New Century Homes, tates 





Indiana Highway 26 East of 52 By-Pass 
*"*SERVING BUILDERS SINCE 79eeq°" 
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SHOW 
YOUR WAY 
TO SALES 





Know how to attract prospects? 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch- 
ing photograph, easily-readable in- 
formation both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal- 
nut, mahogany, or aluminum frames 
in sizes from 16” x 20” to 58” x 20". 

Write today for our illustrated 
folder. 


BULLETIN COMPANY 


37 EAST 12TH STREET, NEW YORK 3, 








NEW YORK 
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LONG 
TERM 
LEASE 


CASH 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


‘COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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Investors 


May Use FHA Too 


By GUY T. O. HOLLYDAY, Commissioner 


Federal Housing Administration 


T seemed to be news to a group of mortgage lend 

ers last month that investors in one to four houses 
could avail themselves of the benefits of FHA mort- 
gage insurance. Perhaps in the growing trend of 
home ownership the FHA plan has become identified 
with the family that wants to own its own home. 

The FHA plan is broader than that. It is also a 
practical plan, in many instances. for investors who 
want to rent properties. 

Applications to the FHA for firm commitments on 
proposed or existing properties, containing not more 
than four family units to be held for rent. are eligible 
for consideration under Section 203b2(A) of the 
National Housing Act. The FHA program has always 
included the concept of a “long-term investor” as an 
eligible mortgagor. Individual or corporate mortgag- 
ors are eligible as long-term investors 


Requirements 

The maximum mortgage is limited to 80% of the 
KHA estimate of value and to a term of 20 years 
unless approved for mortgage insurance prior to the 
beginning of construction, in which event the maxi 
mum term can be 25 years. The mortgagor. whether 
individual or corporate, must present a credit stand 
ing satisfactory to this administration and the prop- 
erty must meet applicable construction and planning 
requirements. 

The maximum mortgage cannot exceed $16,000 
and two-family dwellings; $20.500 for three 
family dwellings. and $25.000 for four-family dwell 
Ings 

An additional criterion pertaining to properties to 
be rented and not applicable to owner-occupied 
dwellings is that the rental income should be. suffi 
cient to cover all expenses and mortgage debt service 
with an adequate margin of safety. In these cases the 
mortgage amount must entail a debt service (mort- 
gave principal, interest. and mortgage insurance 
premiums computed on the maximum available 
amortization period) not exceeding 83% of the esti- 
mated income. In a case involving a two-family 
dwelling where the ennai s motive for ownership 
is not primarily for investment, and one unit is occu 
pied by the owner and the other rented, the debt 
service may equal 100°% of estimated net income. 


for one- 


Usage Drops 

facilities that are available, the record 
shows that landlords are not making full use of mort- 
gage insurance on investment dwellings. Before the 
war about 8° of all existing construction cases in 
sured by the FHA involved landlord mortgagors. By 
last year the percentage had dropped to just a little 
over 1% 

The FHA plan should not be overlooked by invest- 
ors as it offers them the attractive advantages of 
sound financing and careful value analysis 


Despite the 
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. of course, it's electric! 


8 cubic feet in 24 inches! 
New Westinghouse Colder-Cold refrigerators 
offer more capacity in less space 


For 1953, Westinghouse offers a new line spacesaving hinges; full-width freezers; 
of refrigerators specifically designed for sturdy, triple-plated, chrome-finished 
apartment house kitchens. Compared to shelves; full-length doors; self-aligning 
earlier 8 cu. ft. models, more than four door latches; smart arctic blue interiors 
inches have been cut from the width of the for tenant appeal; |y-hp Economizer 
new HE-8. Yet, along with low operating mechanism backed by a 24-year record of 


and maintenance costs, both this model trouble-free operation. 

SPACESAVING DOOR HINGES need less than one 
: : / inch allowance for door swing. Doors open on Nylon 
greater array of outstanding features: for complete specifications or write direct: bearings that never need oiling, close on grease 


and the new 6.2 cu. ft. HE-6 offer an even Contact your Westinghouse Distributor 


resistant lifetime Vinyl! seals 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division « Mansfield, Ohio 
FULL-WIDTH FREEZER and 


Makers of Refrigerators, Ranges, Laundromats”, Dryers, Dish 
storage tray has ample capac- 


washers, Water Heaters, Vent Fans and Food Waste Disposers ity for 55 Ibs S Seen 
I 4 , o 0 ’ 


storage. Storage tray holds 


100 extra ice cubes 


you CAN BE SURE...iF irs Westinghouse 





vow... 9O,000 


NATIONAL HOMES! 


Snapshots from the National Homes Album of Progress 





— more houses than have ever been produced by 


any other firm, anywhere, say leading magazines 


lwable today 


50,000 Nationals constitute a record—and give convincing 
proof of America’s preference for these luxury-styled, func- 


tionally designed, precision-made, reasonably priced homes. 


National Homes builders buy all quality “brand-name” prod- 
ucts and structural parts in one cost-saving package . . . no 
inventory ... no warehousing. This reduces overhead and 
operating cost, and provides faster turnover, greater volume, 


60..4,.., more profit per dollar of working capital... Investigate! 
onary new A broly 


“Thrift Home ational Write today! 


} “Sara 
rhe 


195%) Nation® 


won" yf the year 


hu 


ars A : * 
Best Seller of '53—the 
N “ " 

QUALITY AND STYLE “™ “ORONET 


IN ALL PRICE CLASSES Sr 


FRED P. TOSCH, Inc., Buffalo, N. Y \PARENTS 


In the past years we have built 
y) National homes in a fully diversified housing \ Good seheeping | 
® program. We have found buyers o : ; a 
ice?) Way National home as enthusiastic and well s t 

as those who purchased the $14,500 Monterey. This we con National Homes’ prefabricated 

sider one of the most important:benefits of building Nationa pane ind structural parts as 

NATIONAL HOMES ioe) doe) F Baie), | we can offer quality, livability and good appearance in all price they leave the assembly plant 
LAFAYETTE, INDIANA + HORSEHEADS, NEW YORK classes, and thereby meet and beat all competition,’ carry the Good Housekeeping 
guarantee seal and the Parents 


—FRED P. TOSCH, President Magazine seal of commendation 


as advertised therein 
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Be Your Own PUNE ss 64 6 0606066 06660066000060086686608 


REAL ESTATE builder was telling us the other day that his 
: business certainly is dropping off. In fact, he tells us that it’s 
following the same pattern predicted by his favorite radio com 
mentator several months ago. But the market isn’t goimg to catch 
this builder unprepared. He’s pulling in his horns right now. Ye 
sir! 

We've talked with a good many real estate and building men 
during recent weeks. How is business? You hear a variety of re 
ports. One man will tell you his volume is way off last year. And 
he'll predict in the next breath that a depression is just around 
the corner. Yet his competitor down the street will say that busi 
ness is booming. Sure, it takes a little more know-how to build 
sell, or manage a property, but that’s healthy, isn’t it? 

Exhaustive surveys will reveal to you what turn the real estate 
and building business will take in coming months. Switch on your 
radio and you can have all the opinions you want ome bullish 
some bearish. The most pessimist forecasts are based on the be 
lef that our economy hasn't changed a whit that what hap 
pened in the late Twenties is bound to happen again suddenly and 
without warning 

We can't argue whether or not we're headed for a recession. We 
don’t know. But we can take such reports with a heaping table 
spoon of salt. An adjustment in our economy doesn’t have to come 
all at once, expecially since our economy has changed so much 
during the past 20 years. Differences in our labor structure, dis 
tribution of wealth, savings. government spending, new products 
and services are just a few of the things that have to be considered 

jut regardless of these things, we can do ourselves irreparable 
harm by whiffing too much of the pessimist’s theoretical incense 
Our business, like many others, depends in part on what happens 
in Washington and London and Moscow and Seoul. But our busi 
ness 1s highly localized, too, and local conditions are what count 
most. 

Mortgage money is tight in some areas, loose in) other 
House prices are off 5-109 in some communities, up the same 
amount in others, Management business is booming in some cities 
slackening off in others. But don’t be governed about what may 
be happening in a city 20 miles or a thousand miles away. What 

Editorial Director are the conditions in your community? How can you successfully 
Racen H. Clements meet those conditions? 
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A friend of ours down the street hasn’t bought a home yet. He 
been waiting for seven years for prices to come down. Listen to 
him for a few minutes and youre convinced that we're headed for 

Managing Editor an economic bust. Yet the apartment building in which this fel 

Rocer C. Lakey low lives has been sold twice in the past five years. each time for 

a substantial profit. 
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What Architects Say About... 


ESIGNS BEST 


SUITED FOR 


MERCHANT BUILDING 


\ /HIEN you select a house design suitable for 

merchant building, what features do you 
believe are most important? Should low-cost 
coustruction be foremost? How important are 
exterior appearance, room arrangement, or fea 
tures included for sheer sales appeal? 

Most realtor-builders agree that it takes a fine 
balance of a many features, that few 
should be completely sacrificed just to slash con 
struction costs. 

To find what leading home designers think 
about it, JournNAL editors are asking prominent 
architects around the country which of their 
house designs they believe are best suited for 
merchant building. Two architects’ choices are 
featured here. Others will follow in later issues. 

Rudolph A. Matern, Jamaica, New York, sub 
mits a design which represents a fine balance 
of sales features with economy construction, Im 
portant points are a front-to-rear living and din 
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ing room plus a third bedroom which can be 
used as a den or study. Flexibility of space and 
good traffic patterns afforded by the central hall 
also help make this house attractive to home 
buyers. 

Bertram A. Weber. Chicago, has included 
many of the same features as Matern in his de 
front-to-rear living and dining room. 
central hall, and outdoor planting areas. The 
large indoor-outdoor room, which has a large 
window wall overlooking the rear yard. leads 
both to a large enclosed porch and a spacious 
living room. A pivoted table for a television set 
is cleverly located where it can be viewed from 
either room. A sliding partition merges these 
two areas When open. 

The features in these two houses represent 
trends in Mr. and Mrs. Hlome Buyer's tastes. Per 
haps they can boost the sales appeal of the 
houses vou now have on the planning board. 


iy 
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© BERTRAM A. WEBER 


Chicago 


BELIEVE this house is a builder’s favorite for 

many good and practical reasons. It is a three-bed 
room, one and a half bath house with a two-bathroom 
capacity. the most popular home size, with basement 
and limited attic storage space. It has eye appeal and 
represents progressive thinking in design and room 
arrangements. A study of the plan and exterior will 
point this up 

“Intended for progressive family living and ease 
in housekeeping. this home permits good circulation 
between rooms. One can go from kitchen to bedrooms 
and bath without passing through the living or 
dining areas 

“Rooms are separated to permit several groups o1 
family uses without interference, a popular feature 
to home buyers. The out and indoor room has mul 
tiple uses a rumpus room. a large dining space 
for parties and it is easily accessible from out 
doors for children’s play and for garden party use 

“Designed for economical construction, this house 
is a simple long rectangle with a long interior fram- 
ing wall down the center. The plumbing is grouped 


® RUDOLPH A. MATERN 
New York 


advantage of this plan con 

sists of the front-to-rear living room. Today there 
is so much talk about rear living rooms yet some 
sections of the country do not seem to be ready for 
them. In this particular heuse, both views are pre 
sented 

“The dining room has an exceedingly popular fea 
that of the indoor-outdoor garden. For some 
1 plan that we call the ‘cross centes 
hall’ always seems to be a popular layout. Another 
popular feature is the rear vestibule with its own 
closet and circulation from the outdoors to the kitch- 
en or basement. The plan contains 11 closets, one of 
which provides the oft-forgotten space for bulky 
bridge tables. Flexibility of space is provided by the 
folding partition connecting the living room foyer 
and study. 


| believe the particular 


ture 
reason or other. 


“Exceptional popularity has been witnessed in the 


souped up’ bath. The fireplace, rear terrace, front 
door protection, plant box and bay window have al 
so contributed much to the merchandising and salabili 
ty of this particular design. Square footage is 1,263. 
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for economy in piping and it is generally designed 
with a consciousness of the need for 
and labor. 

“Adequate closets, a partial basement for storage 
with work or play space, and a pull-down stair in the 
bedroom hall for atti all contribute 
this home most complete 
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it’s All in the 


Point of View 


How many of your salesmen are in a slump be- 
cause they fail to get a prospect's point of view? 
How many of them decide — without thought to 
the prospect — what he wants. Do they ever stress 
a built-in TV antenna, for example, when the pros- 


pect’s basic interest is in a less congested school 





district. Our author believes too many salesmen 
are overlooking this fundamental of salesmanship. 


He suggests ways to overcome this common fault 


By SAM G. RUSSELL 
Sales Manager 

ID. C. Burns Realty & Trust Co 
Denver, Colorado 


|" WAS their 25th wedding anniversary and the 
gentleman was in a mellow mood. After all he had 
been quite successful and had been able to buy his 
wife things they had never had before. Certainly he 
could be a bit magnanimous at a time like this 

And so he purred, “Darling. 25 years with one 
woman is a long, long time. But if I had it to do 
over again, I'd still marry you.” 

She looked at him in silence for a moment. and 
then murmured coyly. ““That’s what you think. 
dear.” 

Like this couple, each of us has his own point of 
view. People think about and remember things that 
seem important to them. They are not particularly 
concerned about things that seem important to you. 

But a good salesman knows he must be concerned 
with his elient’s point of view or fail to make the 
sale. He knows that the client is not going to buy 
what he has to sell until he is convinced he will be 
better off than he was before. In order to convince 
him, the salesman must first learn what the man 
wants. 

Perhaps the reason so many of us find it difficult 
to get the buyer’s point of view is because we've been 
misled into thinking it is up to us to decide what the 
prospect wants and then proceed to sell it to him 
We're supposed to know all the answers. It seldom 
works. 

The prospect who has been secretly thinking about 
a master bedroom with a bath all his own is not going 
to react favorably to the real estate salesman who 
has decided all by himself that the advantage 
the prospect is seeking is a game room with a pool 
table. The mother who is looking for a large Pa 
room for the youngsters isn’t going to be greatly 
over-whelmed by the salesman who has decided that 























she should buy this house because it has a built-in 
TV aerial with a motor-driven directional changer 

I know of an instance where the salesman lost a 
good commission because he had decided to concen 
trate on an imported bar and a fancy stock of liquor 
as the important part of his offering. What he didn’t 
know was that his prospect was a teetotaler and not 
at all in sympathy with anything the salesman had 
to say subsequently. 

I know a fellow we'll call “Jonesey.” You know 
him, too. He is the kind of salesman who lives and 
works in every city and community. He isn’t any 
body in particular, come to think of it. He’s just a 
figure of speech. Let's go after a listing with Jonesey 
What does he think as he sits in the living room of a 
home he hopes to list? It goes something like this 

“I wonder how much he paid for this shack. May 
be if he’s owned it long enough he got it cheap and 
I can list it good and low and sell it quick and easy 

“How do you determine how much this place will 
bring? Maybe I ought to ask him how much he wants 
and then try to list it for less than that. 

“I’m not sure I can sell it. but maybe if I can list it 
some other broker will sell it. and I can at least cut 
in on the commission.” 

While all this is going on in the mind of Jonesey 
What do you think is going on in the mind of the 
owner, the fellow Jonesey hopes to get the listing 
from? Is he thinking about the things Jonesey is 
thinking? You know darned well he isn’t! He has a 
different point of view 

He is thinking about the thing that is important 
to him. He is thinking: “What can this guy do for me 
that I can’t do for myself? What could he possibly 
do to earn an S800 commission, a commission that 
I! have to pay?” 

Chances are Jonesey won't get the listing because 
he will never get around to asking the man what is 
on his mind. Jonesey feels that as a salesman he 
should do all the talking. 

But let’s pretend Jonesey did get the listing. What 
happens than? Well, Jonesey figures he ought to get 
around to advertising the place, but this isn’t the 
weekend for it because it looks like it might rain. and 
if it does, no one will want to go out in weather like 
that. So much for Jonesey. but what about the home 
owner who has put his place in Jonesey’s hands. 

Mr. Homeowner wakes up Sunday morning, puts 
on his bathrode and goes out to get the morning pap 
er. Before he has his breakfast, he has spread the 
classified section out on the floor and has skimmed 
every single ad in the Real Estate For Sale section 
Mr. Homeowner is being transferred to another city 
and he Aas to get some action on his house within the 
next 10 days. 

Isn't it just terrible how unreasonable a fellow like 
Homeowner can be about a little ole ad that wasn't 
in the paper? What a lousy point of view he must 
have. Jonesey says it is nels like that who make 
the real estate business such a tough go-around 

Jonesey says he doesn’t understand why Home 
owner gets himself into such a steam about things 
Jonesey isn't any fortune-teller. He doesn’t know 
whether the house is going to sell within the next 
10 days, and he says there just isn’t any use in 
worrying about it. 

How should Jonesey or any salesman learn 
the other person's point of view? How do you find 
out what he is thinking? 

I don’t know of an easier way than by asking 
questions. Just by way of example. a friend of mine 
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made such an experiment one day while visiting ow 
local zoo. The big attraction was a tremendous polar 

bear who stood on his hind legs and performed tricks 

My friend asked this question of three people: “What 
are you thinking about as you look at that big white 
bear?” 

The first person answered, “Oh, I was just wonder- 
ing who dreamed up the idea of a natural habitat 
zoo. That’s a mighty big animal to be running loose 
with nothing between him and me but a moat and a 
few short iron bars. It’s certainly dramatic and 
much more humane than cages and things.”’ 

The second person replied, “I would be interested 
in knowing how much money it took to capture a 
bear like that and transport it here. Do people make 
their living doing things like that?’ 

The third answer came from a freckle-faced boy 
of 10. His reply was brief and to the point. “Golly,” 
he exclaimed, “Il was wondering if there was any 
chance of seeing him eat mvc ee 3 ” 

Ask questions of your client and you'll get his 
point of view. Stop talking long enough to let the 
prospect talk a bit. Listen to what he has to say and 
you'll be surprised how much he will tell you. Look 
through /is eyes at Ais problems and try to see the 
benefits he is looking for in a house 

This business of selling real estate is unique. You 
don’t sell real estate like the circus barker sells pea 
nuts. You don’t sell real estate like the one-call artist 
sells a vacuum sweeper. (His product does only one 
thing it cleans.) Your product offers many, 
many advantages, and each prospect has a different 
idea as to what he wants it to offer him. To be an 
effective salesman, you must find out what this is 

an extra bedroom or bath, a patio, a playroom. 
a larger living room, a better neighborhood, a less 
crowded school district. monthly payments 
instead of rent receipts, escape from relatives 

The point of view that’s important to you is the 
other fellow’s! 


easy 





How to be IN 
When you're OUT 


OOKING for a way to be “in” your office while 

J you're out? Max K. Sacks, realtor and home 
builder of Weirton, West Virginia, did just that. And 
he found the solution to be an automatic telephone 
answering device. 

The “almost human” machine was installed by the 
local telephone company. It is attached to the office 
telephone and can record incoming messages while 
at the same time dispatching a message of its own 
The machine can’t be fooled because a safety device 
keeps one message from recording over another, The 
recorded messages can be played back when the per 
son returns to the office. All messages can be erased 
to clear the recorder for future messages 

The machine is built by the Gray Manufacturing 
Company, Hartford, Connecticut. Western Electr 
Company, a subsidiary of American Telephone and 
Telegraph Company, purchases the machines, insta] 
lation being handled by local phone companies 
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Reception room at left has a restful, uni- 





fied color scheme. Walls are cafe au lait 
beige; textured rugs are sand colored, desk 
is bleached walnut for customer appeal 



























































The executive office below has a small but 
functional desk. Sill-length curtains are of 
transparent boucle which let in light and 
air yet reduce glare of brilliant sunlight 


Office Ideas 





Planned to provide an attractive setting for 
customers, a pleasant working atmosphere for 
the staff, and ample space for files, these 


offices are chuck full of ideas you can use 




































This smart executive’s office boasts unusual wood paneling on 
walls, handsome built-in desk and file cabinets, and sturdy nylon 
carpeting. Draperies in a modern print hung along the walls 
and original oil painting add a welcome note of warmth 


> 


Furniture in this secretary-receptionist’s office was customer 
designed for comfort; plants and fluorescent lighting add soft 
ness. Rubber tile flooring welcomes hard wear, is long-lasting 
Draperies in background hide unattractive view, add spac iousness 


Proud of their heritage, this firm used western historical events 
as a motiff for decorating reception room, Counter top is a 
terrazzo reproduction of coastal states. Drawing shows points 


of interest which are marked on counter by bright stones 


What Can the Open-End . 
Mortgage 
| DYows nroyumm Goetz 


A modern mortgage plan can sell your houses faster, slash red tape for your 
mortgage loan department, improve your management service. Here's how it works 


By L. DOUGLAS MEREDITH 
Executive Vice President 


National Life Insurance Company 


| pasners mortgage loan plan 
CX contains many distinctive fea 
tures, most of which were un 
known as little as 20 years ago. 
Most of these features are widely 
accepted. However, the open-end 
mortgage is a relative newcomer 
and requires explanation in order 
that realtors, and 
builders may be aware of its ad- 
vantages and possibilities 
Open-end mortgages permit the 
borrower, with the consent of the 
lender, to increase his loan with 
out rewriting the loan. This in 
volves additional funds 
which are secured under the first 
lien obtained when the original 
loan was made to the borrower. In 
addition to the usual requirements 
of good security, a satisfactory re- 
payment 
and 
that the borrower can continue to 
repay, there are usually only two 
other requirements which the bor- 
rower must meet: 1) The addi- 
tional loan. when added to the un 
paid balance on the original con 
tract, must not exceed the original 
incebtedness, and 2) the increase 
must be within the 


borrower Ss. 


lending 


record on the original 


loan, reasonable assurance 


amortized 
term of the original loan 
Typical Cases 


To point out the purposes for 


which borrowers may use_— the 


20 


privileges of the open-end mort- 
gage, here are a few typical cases 
from our files 

One home owner. three years 
after obtaining his original loan, 
got an additional $550 to complete 
the two rooms in the expandible 
attic of his new home. It enabled 
him to provide more living space 
for his family 

Another borrower has used the 
open-end mortgage four times 
since his original loan was obtain 
ed in 1943. He borrowed $250 to 
install a new furnace; several 
years later he borrowed $500. to 
install an automatic stoker in this 
same furnace. In 1950. he obtain 
ed another $400. to his 
daughter through a nursing course 
at college. Later in the same year, 
he got another $500 to pay for the 
college tuition fees of his oldest 
son. This case is a little unusual in 
that the funds went for 
uses not connected with property 
itself. However. it is an excellent 
example of a home owner draw 
ing on the equity in his property 
for a credit-worthy purpose 


send 


some of 


Benefits Borrower and Lender 


Under previous methods of 
financing these additional loans. 
it would have been necessary for 
the home owner to pay off the 
existing indebtedness and to re- 
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write the entire mortgage to im 
clude the additional funds needed 
This would have been very ex 
pensive to the owner as he would 
have been faced with the same 
loan closing costs that were in 
curred when his loan was origin 
ally written. In addition, he would 
have been faced with the problem 
of interest rate on the entire loan 
when perhaps he had on the origi- 
nal indebtedness an interest rate 
favorable to him. In the cited 
the additional funds ad 
vanced were loaned at the going 
market rate; in 
same rate as the original indebted 
ness, and, in others. more or some 
times less than the original con- 
tract rate 

Not only is complete refinanc 
ing expensive for the borrower. 
but also for the lender. While any 
rearrangement of a loan is costly 
to the borrower. it obviously costs 
somewhat handle an in 
crease in an open-end mortgage 
than 

The open-end plan has proven 
to be attractive to borrowers and 
lenders alike. On the one hand, it 
permits property owners to draw 
upon their equity in their proper- 
ties for desirable purposes at a 
minimum cost. On the other hand 
the lender finds it a valuable de 
vice for obtaining attractive loans 


CASES, 


some cases the 


less to 


to rewrite an entire loan 
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and a means of offering continu 
ous good loan service to worthy 
borrowers. The benefits of such a 
plan are also available to property 
managers, providing them with 
an opportunity to make repairs 
and to modernize or to obtain ad- 
ditional capital as the occasion 
may arise by increasing the Joan 
outstanding on his property. Like- 


Neither lenders nor realtors 
should forget that they are dealing 
with a borrower and consumer 
who is interested in getting the 
most for his money, whether he is 
getting a basket of groceries, a new 
car or a loan on property which he 
owns or plans to buy. The increas- 
ing acceptance of the open-end 
provision of a mortgage contract is 


wise the real estate broker or 
salesman will find that a mod- rowers and real estate 
ern mortgage plan will help him = may all benefit from a 
in selling real estate 


mortgage loan contract 








ample evidence that lenders, bor 





Why It's 
Important to You 


1. The home buyer doesn’t have to overload him- 
self with a short-term, high interest debt when he 
wants to improve his property. 


2. The addtional advance feature gives your 
salesmen a good talking point. If you are selling 
expandibiity in your houses, the open-end mort- 
gage assures the prospect he can go ahead and 
expand the house in the way it should be done 
at the time he wants to do it. 


3. The owner will not have to use the false econ- 
omy of buying off-brand materials. He can get 
enough funds to buy quality materials and en- 
gage reliable contractors. 


4. Your property managers can get additional! 
advances for modernization without burdening 
owners, which can increase your management 
business. 


5. The open-end mortgage cuts costs in your mort- 
gage loan department by bringing the servicing 
cost in line with income from the loan. 


6. The additional advance is new business for 
your loan department which costs nothing to ac- 
quire. 


7. Your mortgage loan department can keep one 
jump ahead of competition which may offer bor- 
rowers easier terms in periods of easy money. 


8. 1t protects and increases property values in 
your subdivisions by preventing jerry-built ad- 
ditions to houses and by making it easy for own- 
ers to modernize. 











NaTIoNaL Rear Estate AND BuILpING JouRNAL July, 1953 


Anderson's 
Open Forum 


Dear Mr. Anderson 


In reading your interesting 
column we were party ularly con 
cerned about your comment as to 
the best way to handle the convey 
ancing when the broker is request 
ed to draw the deed in the name 
of someone other than the pun 
chaser 

We know sometimes the gran 
tee is to be other than the named 
purchaser, and in such cases im 
sert in the agreement of sale the 
alleged buyer's name and add “or 
his nominee.” Ino your opimion 
does this afford us the same pro 
tection as the written imstructions 
which you suggest? 

Freas B. Snyder 
Upper Darby. Pennsylvam 


In closing a deal where the buy- 
er wishes to take title in someone 
else you should obtain a written 
request by the buyer and his wife 
to convey to the proposed grantee 
This is true even if the contract 
provides that the conveyance ts to 
he made to the buyer or his nomi 
nee 

In these deals it should be re- 
membered that the equitable ttl 
remains in the buyer. If 1 repre 
sented the seller. and the contract 
called for a purchase money mort 
pape, I wouldn't ace epl a mortgage 
signed only by the grantee in vieu 
of the fact that the equitable tith 
was tn the buyer 


Dear \Ir. Anderson 


There is one factor ve found 
to be quite important when a sun 
vey is required. Surveyors do not 
always agree on property lines of 
the same property. [ contact a 
tithe company in the district wher 
the property in question is located 
to yet the names of reliable sur 
veyors 

David ©. Steel 
Facoma. Washington 


Isn't at the truth? A chent of 
mine ordered a lot surveyed, and 
the surveyor surveyed the wrong 
lot, and consequently, my client 
built on the wrong lot. Fortunate 
ly we succeeded in buying the lot 
without the seller's hnowine what 
happened. Had he hnown that he 
owned a nice two-flat building. lu 
naturally would not have sold, and 
my client would have been out thi 
cost of the two flat 
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ds Whrth Studying 


Perhaps one of the deep satisfactions of the real estate business is having 
a basic part in the development of one’s community, This feeling is 
expressed by Robert Jemison, Jr. in a half-page newspaper ad announcing 
the firm’s Golden Anniversary. Jemison points with pride to the firm’s 
long record of service to the community in developing projects of fine 
homes, managing office buildings, and acquiring sites for many of Bir- 
mingham’s landmarks. 

An important feature of this type of advertisement is in its appeal to key, 


civic-minded citizens. Moral: If your record is impressive, Capitalize on it, 





Years of Helping Build a Better... 
bi ’ 


—1903-1953— 


Our Creed 


2105 bed Avenwe, Morth 





During our 50 poart’ sarvice # hes been our 
Privdege to contribute to the upburiding of Bir 
minghem by wpensaring of perticipating im the 
following developments and buridings 


DEVELOPMENTS 


OUR MAD CONTRAR & mwooe Comtrear 

AMLEY HIGHLANDS FAIROELD — FOREST Pane 
GAEM (IS GLENWOOD MOUNTAIN BROOR COUN 
TRY CLUE MOUNTAIN PROON BIDING AC adEmyY 
MOUNT AIM POGOR OST OTES MOUNTAIN BROOE WIL 
LAGE MOUNTAIN TERRACE 880m0NT — REDMOWT 
GAROENS APARTMENTS 


BUILDINGS 


STALLINGS BUTLOING EMPIRE BUILDING Jtmiion 


ih Jemuon Companies complete today a balf 
century of service to Birmungham and enviroas 
We cannot let thie—our Golden Anniversary 

pass by without expressing our deep grati 
tude to those citirens of broad vision and abid 
ing faith im our community whe have helped 
ws to fulfill the creed on which aur Companves 
were founded 


Together we have labored in many under- 
takings and developments that have enhanced 


... as We Enter 


We reaffiem our faith im the continuing 
development of Birmingham and re-dedicate 
our efforts to its upbuilding 

Te citizens of our community we offer 

experienced and competent service in 
every branch of the real estate busness and a 
background of knowledge of business and ress 
dential real estate in the Birmingham area that 
few frems powew. We take pride in the face 


the living standards of ower people and created 
for our generation and those to come endermg 
monuments to the udeal of a city beawttul 
Many of these developments realized mate- 
rial dividends for those who invested in them 
A few were affected by the nationwide depres 
sions which ste uck with such severity in 
Birmingham, But all who participated in them 
share with us the satisfying knowledge 
a have done our part to build and beau 
tify the district that we lowe and cherish 


Our Slst Year 


that the average length of serve of our execu 
tives is 38 years and of whole maff aver 20 
years. 


We invite you to call on our organization 
whenever we can be of aid to you im acquiring, 
selling, developing, renting or investing in real 
estace on Birmingham or anywhere in Alabame 
and the South 


Robert Jemison, Ir 
Vremdent 
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Functional, open kitchen has long 
serving bar for easy dining service. 
Thermo-Dor, fully automatic elec- 
tric oven is built into wall, insulat 
ed with three inches of spun glass. 
Drainboard and counter tops are 
walnut Formica. Waste King Pulver 


ator has been installed under sink 


Denver's me 


Open floor plan of home allows 
space for recreation and hobby 
storage off kitchen, a carport easi 
ly accessible to hallway, centrally 
located bathroom and powder 


room, and a large outdoor patio 


TRADE SECRETS HOUSE 


AST year. after a series of conferences, the Na- 

4 tional Association of Home Builders incorpo- 
rated new ideas or “trade secrets.” used by home 
builders in every part of the country. These ideas 
were then put mito working plans for a house that 
combined the most logical use of materials and de 
sign with the most livability for the least cost 

Phe result was a modern. skillfully engineered 
home that represents the last word in convenience 
comfort. economy. distinctive use of materials and 
functional ideas. Trade Secret homes have now been 
built in major cities over the country winning a¢ 
claim from buyers and builders alike 

One, recently opened for public inspection. wa 
built by the Franklin Burns Construction Company. 
division of Burns Realty & Trust Company in Den 
ver, Colorado. It contaims 1.332 square feet of floor 
space. 720 ¢ ubic feet in storage wall units. The house 
has two bedrooms. a large bath with two vanity 
type lavatories, a powder room. functional kitchen, 
large living room dining room and guest room-den 

Roof trusses are used to place the weight of the 
roof structure on outside walls. This enables pre 
fabricated. non-bearing interior walls to be adapted 
to almo t any floor plan. Several whole walls are 
floor-to-ceiling windows. made of insulating glass. A 
Coleman heating unit is concealed in the closet off 
the main hallway and heat out-lets in the ceilings 
are directed toward the walls giving the effect. of 
perimeter heating 

Exterior finish is handsome redwood siding 


Spacious living room, paneled in redwood, has huge window 
walls, a fireplace with hearth that extends beyond wall of 
room into California-type patio. Foldoors open to guest 
room-den which boasts a Peg-Board wall which makes 


Hexible picture-and-shelf-arrangements possible with ease 





Are Your 


Tenants 


Slow Payers? 


No matter how carefully you screen them, some of your tenants 
are hound to be slow in paying their rent. So — do you send 
them suavely-written notices or simply ask them point blank to 
pay’ Here are pointers on how to handle the income problem 


and they work 


By EARL B. TECKEMEYER 
Realtor 


Indianapolis, Indiana 


i em shortest route to success im 
the management business 1s 
imply keeping income up and 
CX Penses down. It can be stated as 
imply as that. There are bumps 
and pitfalls in this business, but 
don’t let them frighten you. Learn 
how to handle them and these 
rough spots will help vou grow a 
a realtor 
Jumps remind me of the littl 
who lived in the mountain 
country and had few playmates 
One summer his cousin from the 
city came to visit. He pointed to 
the top of the highest hill and ask 
edoaf she wouldm’t like to climb 
there to see the view. He pointed 
lo anoinviting path and she readily 
They hadmt gone far 
When in exhaustion, she complain 
ed: “Why, this isn’t a path at all 
Is full of rocks and bumps.” 

“Sure it is.” he replied, “it’s 
the bumps you climb on. 

Of course! In the management 
business it's the bumps you climb 
on to reach the ultimate goal of 
well-integrated. all) around suc 
ces If the road were too smooth. 
there wouldn't be anything to 
brace against to climb on 

The business of keeping income 
up isn’t easy but it can be han 
dled accurately. with dispatch and 
a minumum of expense. Tf you are 
not careful, however, you can be 
come swamped in some elaborate 
system designed to be super-gen 
tle. non-olfensive and over 


hoy 


agreed 


digi 


24 


fied 


Way 


Time will prove that the only 
to handle collections is sim 
ply to ask for the money when the 
time comes 

This holds rent. Just 
ask for it. But Aow, you say when 
you have 2.900 accounts and 10°, 
are deliquent?) That means 200 
nuisances every month. Well 

1. When you acquire a new ten 
ant. be as sure as you can that he 
can pay the rent. Ask questions. 
domt be too anxious to fill a va 
cancy with a questionable tenant 
If you are sure he can pay. then 
the only indefinite element is your 
ability to see that he does pay 

2. Dont put off waiting to ask 
when the rent is due. Three day 
is time enough. Make that the rule 
and domt vary from it. Set up a 
simple system of preparing rent 
At the end of 
that are left) im 
ire obviously unpaid. On 
send 


true for 


receipts in advance 
three days 
the file 
that day 
later 

3 Don't take a stenographer s 
high-cost time and use expensive 
stationery, stamps and an en 
velope to advise a slow paving ten 
ant of something he knows. as 
well as you do; that his rent. 1s 
due. After two or three months ot 
such letters. they hit) the round 
file sometimes without being 
opened, The tenant knows it 1 
one of those well-prepared. suave 
ly written collection letters full of 
ound and fury. all disguised. 


those 


your notice ne 


und 
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meaning nothing. Instead. get 
some 2c postalss They are legal 
and effective. On the one side we 
print the following 


REMINDER 

We have 
vou on 

Please do not fail to call 


in’ by 


should heard from 


or come 


Schmid and Smith. Inc 


In the first blank space the per- 
son handling the collections im 
serts the day the rent was due 
and in the second blank space the 
date upon which you expect it to 
be paid 

The tenant knows what you are 
writing about although you 
haven't made a single harsh state 
ment or delivered threat 
which you never would carry out 
anyway. You haven't committed 
vourself to anything and 
therefore. take whatever 
action you wish 

The tenant 


one 


are, 
free to 


cannot complain 
\fter all. did take the 
and trouble to send him a remind 
er. Failure to respond by the time 
et invites and often results im im- 
mediate action being taken to col 
lect or evict. It works. It is fan 
and honorable and just. ‘Tenant: 
recognize that fact. Above all 
aside from the cost-cutting enjoy 
ed by your office. owners also reap 
the benefits. 
sv this method you will have 
accomplished the first of the two 
things outlined to help assure suc 
cess in the management business 
keeping income up. You 
collecting all that the law permits 
Miany hesitate to get into man 
agement the alleged 
friction, the danger of offending 
the opportunity to get into argu 
ments over the business of collec 
tions. Actually. if) properly and 
understandingly handled, the col 
lection business can be a very real 
opportunity to meet and know and 
actually endear yourself to many 
people in need of help. Most of 
them do not have unsolvable prob 
lems: they are just poor managers 
right kind of manager 


you 


time 


are 


be« ause of 


The 
help straighten them out 

When they respond to the sug- 
vested notice. have them come im. 
hear them out. give them a chance 
to follow your uggested plan for 
a better organization of their re 
sources. and see what happens 
\s with sales. do the best job you 
know how to do. 
out. and don't about the 
buck. Sooner than vou think the 
buck wall take care of itself with 
mit much attention from: vor 


Call 


day m and day 


WOrry 
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Wall of embossed glass has sliding sections 
that simplify kitchen-todining-room service 
Other sections open to reveal convenient cup 
boards for china and crystal. Light flows 


freely between the kitchen and dining area 


Structural glass provides needed light at places in’ the 
home where ordinary windows are not practical. It offers 
a beauty treatment for an unattractive view in dining 
room above, and forms an ecasy-to-clean divider for the 


bathroom, right. Large mirror makes bathroom look Larger 


Glass Adds 
Sales Sparkle 


in search 


[ P LOOKS like all the other houses on the block i 
a common complaint of prospects who are 
of a medium-priced home with distinction, One smav' 
way to avoid this standard look of small homes 1 
decorate the interiors with structural gla Like 
dessert. a little of this versatile material " 
way. but if used sparingly. it can work muracl 
transforming the most peanut-sized home into a 
cou one with a flavor of sophistication 

Structural glass is practical a 


for the purpose it serve thr omunal, Tou 


purposely if Coane uy ‘) ‘) Oo anc throvuy 


If the bathroom is too small for a shower rooms. accenting then 
went. but mot tran 


stall and tub, combine the two and close 
off bathing area with a ehass door that pects privacy It ha 
controlled It Cj 


rolls smoothly and snugly shut. Moisture 
loth. is slow to shov 


is hept out of the remainder of bathroom 
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ONE-STOP SHOPPING 


He wanted to give his clients a complete, one-stop 
housing service. He enlarged his office space, gave 
it a drastic face-lifting, and planned the interior 
for maximum efficiency. Here is the pleasing result 
\ HikKN Realtor-Builder Al Friedman remodeled 

his Capitol Homes offices in Schenectady, he 
wanted to provide an easier way to offer a complete, 
one-stop housing service to his clients. 

He enlarged the floor space from 1,200 to 2,000 
quare feet. The original three private offices and one 
large sales room for his 20 salesmen were not enough. 
So he used the extra space for seven private offices, 
a sales room, and a combination bookkeeping and 
accounting room. Five of these offices are for closing 
ales, one is for the department managers, and the 
other for the executives, The managers’ and execu 
live’s offices feature air conditioning, wall-to-wall 
carpeting, beautiful draperies, elaborate, custom- 
made cabinets covered with wood grained plastic 
laminate 

One-third of the office front is covered by large 
vlass windows, giving the impression of spaciousness 
\ flagstone terrace with recessed planting areas ex 
tends from the entrance into the building, giving a 
continuous planting effect. This outdoor-indoor idea 
is also carried out by the projecting canopy that is 


painted the same color as the ceiling inside the office 
lemon yellow 


Eye Catching Exterior 
The canopy is the most prominent exterior fea 
ture. It is a 9O-foot stainless steel structure that ex 
tends along the front and side of the building. 
tecessed lights underneath illuminate the outside 


FOR HOMES 


Before 


dull. The 
and obstrusive bay windows almost hid it from view 


extensive remodeling, Capitol Homes’ exterior was 
large tree 


After 


complete modernization the exterior is eye-catching, and imag 
inative. It creates the feeling of comfort, good taste, confidence 



































of the office at night. Three sets of six-inch-high. 
cast aluminum letters sprayed with black enamel 
spell out the “Capitol Homes” and ‘Real 
Estate” on top of the canopy (see illustration ). 

The brick on the outside of the building is sprayed 
with a white silicate-asphalt composition — equal in 
durability to seven or eight coats of paint. Plastic, 
bloc! letters. that contrast with the wall’s color, 
spell out the words “insurance, real estate, mort- 
gages” on the front and side of the building. 


words 


ivVinve 


Custom-Made Furniture 

Entrance to the office is through a plate glass door 
between two large windows. The reception lounge 
in the front of the office features fluorescent lighting, 
built-in office furniture, an attractive reception coun 
ter finished in plastic, wood grained laminate, and 
plastic floors that are chocolate colored with strips of 
yellow. The office walls are sea-foam green, and 
blend perfectly with the lemon yellow ceiling. 


Photograph Display Racks 
Photographs of all houses litted by Capitol Homes 
are displayed in the picture gallery room on three 
attractive display racks mounted on large walnut 
bookcases, Rach rack shows homes of one price range 
The display is illuminated by modernistic spotlights. 


Value of Modernization 

How this modernization benefit Capitol 
Homes? Friedman says “This modern design makes 
it easier for us to set up our one-stop program by 
providing maximum efficiency, which is the new 
approach to real estate selling. When our clients 
transact business with us in our modern offices, they 
feel relaxed, without pressure. When they see what 
they want, they can shop the same here at Capitol 
Homes as they can at a one-stop super market 
Whether it be insurance, appraisals, mortgages, con 
struction, quick sales or even a quick purchase, we're 
equipped to provide a complete housing service. 


does 































































One of the first things a client sees when he enters the office 
is the prominent photograph display rack mounted on wal 
nut panels and illuminated by spotlights. It shows every prop 
erty listing by the company. Adjacent to this are sales offices 


EAM ENHANCE 


The floor plan of the new offices reflects modernization know 
how. Important features are an exterior flagstone area, Custom 
built furniture, efficiently planned office space, picture gallery 
of the firm’s listings, and spacious offices for the executives 








No Deluge Seen in 


f hp-eage has been some confusion about whether 
the new VA interest rates apply to veterans who 
had firm commitments previous to the rate increase 
T. B. King. director of the VA loan guaranty service, 
tells the Jounna the new ruling does not affect the 
rights of any veterans who had a contract or a firm 
commitment from a lender to make a loan at 4%. 

He says. “Applications in process at the time of the 
increase in rate would ordinarily be closed at the 
lower interest rate unless the lender and veteran had 
previously made an agreement that the loan would 
be closed at the rate in effect on the date of closing 
It is not feasible for the VA to determine what actually 
was the agreement between a lender and a loan ap- 
plicant where negotiations for the loan were oral and 
nothing reduced to writing relative to the rate at 
which the loan was to be made 

“It is contemplated that the VA will require lend- 
ers to adhere to 4% loan commitments only where 
the lender committed itself in writing to the veteran 
to make a loan at 4°% or submitted a formal loan 
application to the VA indicating that the loan would 
be made at 4%.” King says 
There has been no substantial surge in number of 
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VA Loan Applications 


VA loan applications during the first four month 
of this year. Here are the figures 
Home Loan 


Received (1.4 fanuly propertu 


Application 


1953 VA VITA 
January 24.120 55.997 
February 27.155 HO.189 
March 25.355 2 O41 
April 26,705 

Commenting on this situation, King say While 


there may be increases in applications this month on 
next as a result of the increase, we do not expect i 
to reach the proportions of a ‘deluge’ In fact, it 4 
entirely possible that a month or two may pass before 
the increased fund availability will show 

When asked for a prediction as to the effect of the 
VA interest rate increase. King said the VA i 
a position to hazard a guess as to whether it wall in 
crease the total volume of home building and finan 
ing, or whether it will merely shift a 
of mortgage financing to GI loan mcrease in 
the availability of GI loans.” King with thei 
low downpayment feature, should increase the nun 
ber of veterans in the housing market 


tip 
notin 
larger 


\n 


ay 


portion 
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Homes Our Readers 


Are Building 


Moderately-priced homes in Brentwood Manor feature quality products 


\ ALTER bk. Crismer. Presi 
dent of Fairview Gardens, 
building 


Live has been 


tional 


conven 
and 
in Baltimore, 
\ short 
tovether with 
Rose and Real 


di CuUSS th 


group homes. cottage 
114 story bungalows 
Viaryland for many years 
hime 
Architect ¢ 
tor Mal Sherman to 
mereasingly difficult 
Phe three men decided io 


talents to produr 


ayo he pot 
arl W 
real estate 
market 
combime then 
al moder ilely priced bungalow do 
ined to meet the needs of famualy 
Mind product was an e 
tremely popular 
five of these homes 
Brentwood Manor 
The 
three 
latest 
known products 


living 
home. Sevent 
now form 
have 

mcorporate the 
and nationally 
Three sectional 
hiding walls create an all-purpose 
next to the living 
Andersen window 
are used. Exterior 


Jobin Vanivalle 


terios Is 


one floor dwellings 
bedrooms 


Povo roo 
units 


COMSTPUCTIONL 3S 


Gshiding 


Colorbestos. im 
pamted with durable. 
multicolored Plextone. Bathrooms 
are completely tiled. equipped 
with American-Standard fixtures, 
and have lavatories with Formica 
and bualt-in 
helow. Kitchens are equipped with 
Nu-Pone exhaust fans 

Phe which were all 
bought promptly. sold for S11.800 


courte Lops storage 


homes 


8 


with a S90 ground rent. or what 
would be equal in other states to 
$13,300 for and) ground 
Lot sizes average 50x130— feet 
Perms offered to veterans were 
91.650 down and monthly pay 
ments of S&4.72 including interest 
principal, taxes. ground rent and 
fire insurance. Non veterans paid 
$3.550 down, the balance at 41°, 
with mortgages 

“There is no question in-out 
minds that a 
must be merchandised effectively 


house 


0-year 


new development 
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advertising. bro 
furnished sample 
home.” says Realtor Mal Sher 
man Brentwood Manor opened 
on March 15. 1953. and on that 
day we ran a full-page ad in the 
paper. During that 
».000 people visited the exhibit 
home. When the week was over. 
all 75 homes were sold.” 

Other equipment used in’ the 
Brentwood Manor homes: Mon 
criel ystem. Rheem hot 
water heater. Real Host gas range 


with 
chure 


full-page 
and a 


week oOvel 


heating 
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Long Island builder features oil-fired air conditioning units 


eiIN NEW YORK 


NY home without year-round 
air conditioning 1s obsolete a: 
the architect’: 
drawing board.” This was the de- 
cided comment of Louis Albini. 
President of Albini & Raddock. a 
prominent Long Island building 
firm. He is so completely sold on 
the added comfort of air condition 
ing as a selling feature in new 
homes that. at present, his firm is 
in the midst of building an entire 
development equipped with Servel 
oil fired air conditioning units 
The project is in the Kings Point 
Sands area 

Fach 31;-ton unit is operated 
with an oil burner, which not only 
provides both summer cooling and 
winter heating. but filters the au 
and controls humidity 

Albinit and Raddock have other 
new ideas when it comes to build 
ing homes that sell. Although pu 
chase of building material and 
equipment will go forward as if 
for a single development, they 
plan to build the 31 homes in 
groups of two to eleven on five 
separate sites in’ Kings Point and 
Sands Point. (Two of these home 
have been completed and are now 
open for inspection 

Purchasers will then 
homes from three basic plans, two 
ranch styles and one split-level 


soon as it leaves 


select 


hu. 
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Homes will then be 
tom-styled inside and out to please 
the buyer. One ranch 
74% rooms and 2 baths. 


design cus 
home has 

2 the other. 
8 rooms and 315 baths. The split- 
level home features & rooms and 
3 baths 

All have full basements, large 
two-car garages, aluminum double 
hung windows with screens and 
storm sash included, and custom- 
ized kitchens equipped with 


Whitehall Rach 


cabinets home 


DINING 
ROOM 
M iF-2'2 13-2" 





GARAGE 
2110"x 20'2" é, 


LIVING ROOM 
24°-2° «x 15°2 


will be built on a one-acre lot and 


there will be a swimming pool 
and park area for the exclusive 
use of the owner Prices 
from S$40.000 to S78.000 


Nationally 


are 


rane 


advertised product 
throughout the home 

Servel air conditioning 
units. some of the materials are 
Armstrong linoleum, U. S 
sum plaster and roofing Celulite 
insulation American Standard 
baths. and Thermador range 


used 


Besides 


Gyp 
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Watch Your 
Karnest Money 


Receipts! 


By C. EDWIN COURTNEY 
Vice President 
Washington Title Insurance Company, Seattle 


Most real estate and building executives are aware 
of what items should go into earnest money re- 
ceipts. Still, a good many transactions fail be- 
cause there was no agreement or understanding at 
the time of signing the receipt. The only solution 
is to get a clear understanding of every item and 


incorporate it into the earnest money agreement 


pe THINGS ARE as important in’ the real 
estate business as the earnest money receipt. And 
yet many times it is mishandled. 

At the outset it should be pointed out and made 
clear that the earnest money receipt and agreement 
should incorporate as completely as possible the un- 
derstanding of the parties with respect to the trans- 
action. And it should be kept in mind that the trans 
action can and will be closed in accordance with the 
understanding 

In this connection T cannot stress too strongly how 
important it is for the realtor or broker or salesman 

ions his product. He or she should know all that 
is possible to know about the particular property 
the exact legal description, size of property, whether 
there is or is not a present mortgage, unusual terms 

if any of the mortgage or of the contract if the 
seller is buying on contract; whether there are any 
easements, party wall agreement». other 
encumbrances, This for the reason that in prepara 
tion of the earnest money agreement you will be 
able to inform both parties with respect to all such 
items. In turn, you will receive their understanding 
of these items so that each matter can be covered o1 
incorporated clearly in’ the earnest money agree- 
ment. The language need not be legalistic 

I have observed that difficulties and litigation over 
provisions in earnest money receipts results gen 
erally, if not always, from failure to express simply 
and clearly the agreement and understanding of the 
parties. This, in turn, results from one or both of the 
parties not having a correct understanding of the 
subject of a particular provision. 

I recognize that in closing a sale and obtaining a 
signed earnest money agreement you are not always 
operating under the most favorable conditions. You 
cannot always bring the parties together in an office 


leases ol 
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and yo over each detail as you would perhaps like to 
do. Theoretically. that is perhaps the way it should 
be handled. Practically. it seldom does. In any event 
when you know there is not a meeting of the mind 
on a particular item. have correct information about 
that item. Make that information available to the 
parties. Get their clear agreement on it. Incorporate 
that into the earnest receipt in 
clear and simple language. If you don't have the cor- 
rect information, don’t insert a provision 
a guess. That may later cause the transaction to fail 

A case along these lines was decided in our state 
supreme court last year. It was the case of Hubbell 
vs. Ward and was an appeal from a judgement by 
a judge Sutton. Hubbell entered into an earnest 
money receipt and agreement, agreeing to pure has 
from Ward an apartment house for $29.000. He de 
livered to the realtor a check for $500 earnest money 
Ward later refused to carry out the terms of the 
agreement, giving as his reason that to do so would 
break up his home. (I am not aware of such a reason 
being sustained in denying specific performance 

The agreement provided for a total purchase of 
$29,000. payable $9.000 on evidence of merchantable 
tithe and “sign a contract for the balance payable at 
$200. or per month including interest at the 
rate of 5° on deferred balances.” 

The trial court entered a decree of sper ific per 
the defendant. Ward, to enter 
into a real estate contract according to the terms ol 
the earnest money receipt and agreement. Ward ap 
pealed 


The supreme court reversed the lower court. It 


agreement money 


based on 


more 


formance directing 


denied specific performance upon the ground that 
the earnest money agreement, in so far as it provided 
for the preparation and execution of a future real 
estate purchase contract upon which the minds of 
the parties have not met. is not sufficiently definite 
and cannot be specifically enforced 

The court poimted out that the earnest money re 
ceipt and the lower court's decree of specific perform 
ance afforded no information as to) what provisions 
were to be contained in the real estate contract rela 
tive to many mportant matters. The listed 
13 different items. Some of these were 

1. Which party bears loss in event of fire? 

2. Who pays taxes and assessments during term of 
contract? 

3. When and where are payments to be made? 

+. May purchaser make capital 
without consent of seller? 

9. What protection should 
mechanics’ and materialmen’s liens? 

In other words. an agreement to enter into a fu 
ture contract. the terms of which are not set forth 
in the agreement. may not be specifically enforced. 
as it is indefinite and uncertain. The court did. how- 
ever. hold that Hubbell was entitled to a decree of 
specific performance directing Ward to make a deed 
upon tender of payment of the balance of the sale 
price within 30 days 

Many transactions are closed on earnest 
receipts which are poorly drawn. [ have 
many deals in the process of closing in escrow where 
it could well be said that there was no agreement o1 
meeting of the minds at the time of signing the ear 
nest money receipt. Agreement is reached later and 
the sale is closed. But the escrow closer not only has 
sale but also to make it. This is no recom 
mendation for poor or loose preparation of earnest 


court 


improvements 


seller have against 


money 
obser ved 


to close the 


money receipts 
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A 


Beginner's Secret 


For 


Successful Selling 


Down-to-earth common sense can be an all impor- 
tant sales tool for your salesmen. It helped Mrs. 
Louise Cochran, ace saleslady for The Edgewood 
Corporation of Houston, sell $1 million in homes 
during her first seven months without any previous 
real estate sales experience. Here’s how she did it 


Putting yourself in the prospect’s shoes is basic to vour sales 
approach, says Mrs, Cochran. If you can show a home such as 
this to the prospect who's looking for a ranch style home with 
beautifully landscaped grounds, chances, are you'll make a sale 


I OW could a saleslady without 

any previous sales experience 
sell more than a million dollars 
worth of homes during her first 
seven months of real estate selling? 
Was there a shortage of homes? 
A surplus of prospects? Or was it 
beginner’s luck? 

In the case of Mrs, Louise Coch 
ran of Houston, the successful 
formula was ingenuity plus com 
mon sense equals sales. Mrs. Coch 
ran from May till December of 
last year sold 75 homes for the 
Edgewood Corporation of Houston 

“Without any previous training. 
I felt utterly helpless when I first 
started selling real estate. but | 
soon converted this fear into an 
advantage by letting my inex 
perience express my personal in 
dividuality.”” Mrs. Cochran say 


Personal Inventory 

‘1 took a personal inventory of 
my abilities and shortcomings. In 
one column | placed my strong 
points, in another | listed my 
weaknesses. Being objective and 
all things equal. I reasoned that 
the following were in my favor 
educational background (Master 
of Arts, University of Southern 
California), appearance, working 
for a reputable company and an 
excellent manager Sterling Ho 
gan liking the work, having an 
opportunity to learn the real estate 
business, and self confidence. In 
evaluating my weaknesses, the 
only glaring shortcomings were 
a lack of real estate knowledge. 
and no previous selling experience 
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With this information in mind. 
I planned my approach.” 

Mrs. Cochran uses essentually 
the same approach on every pros 
pect. “Learning the tactics of an 
other is no good unless they're 
adaptable to the prospect's person 
ality,” she says, “So I just put 
myself in the place of the prospect 
I ask myself. if | were the prospect 
what would I want to know about 
the house? What features would 
I want explained? What qualities 
would I appreciate most in the 
sales person who was showing the 
house? How far is the nearest 
shopping center? When T learned 
the answers to these questions, ] 
was ready for my first prospect 
I know what to show, how to ex 
plain, where to go, what to em 
phasize. and best of all what to 
say. My presentation was thorough 
and I won my 
fidence 


prosper ts con 


The Little Things 

“It's the little things that make 
sales.’ Mrs. Cochran says. “I al 
ways give my clients that extra 
courtesy. I arrive early for all 
my appointments and always 
lrive the prospects down the pret 
tiest street. Before taking them im 
to the home [ park and point out 
the local neighborhood, shopping 
center, schools, and points of in 
terest. When we enter the house 
I’m careful not to discuss the price 
until Ive created a d 
for the property. After the desire 
has been created the price will 
seem more reasonable. T pick out 
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the advantages of each home and 
try to have a good knowledge of 
all houses so I can compare the 
one | showing with 
houses. Having a broad knowledge 
of construction, equipment, and 
landscaping helps win the pros 
pect’s confidence. My clients ap 
preciate 


am other 


these services, often 


they're kind enough to tell me so 


Common Sense 


I try to use good judgement 
and common sense by never argu 
ing with a When an 
objection comes up Im alway 
diplomatic. I never avoid criticism 
because objections are to be over 
come. I’ve found that the best way 
to stop an objection is to answer 
it before it starts. By being patient 
enthusiastic, and confident with 
my prospects I find that they are 
more receplive to my suggestions 
| value good will. J know that it 
can make or break a sale. It devel 
ops prestige and good reputation 
By keeping the prospect's personal 
interest foremost in mind, T have 
the personal satisfaction of know 
ing that I’ve done my _ best to 
serve him. This type of service 
brings in their frends. Ofien 
when I’ve been unable to sell one 
I’m able to sell anothes 

I’m lucky. Selling homes come 
natural to me. Liking people, tak 


prospect 


ing a personal interest m my pro 
spective buyers, and enjoying sell 
ing as I do, makes my job an in 
teresting and stimulating experi 
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Once again we're entering a period when tenants can begin to pick and choose. 
The property managers who can boast high occupancy in this period will be 
those who have carefully developed good tenant relations. That starts with 


a careful screening of each tenant applicant. It grows with a clear 


understanding of all regulations and with your attention to the little things 


which show your personal interest in your tenants 
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\ ‘ITH rent controls relaxed and more apartment 

dwellings springing up, the day isn’t too far 
distant when the tenant will have a free choice o! 
places to live. Already, in some localities, managers 
are beginning to seek tenants instead of turning them 
away. 

You can bet your last phone slug that when the 
tenant mounts the driver's seat. he'll select an apart- 
ment in a building managed by someone who gave 
his tenants good consideration during the housing 
shortage. The dwelling where relations were un 
pleasant will be as bare as Siberia. 

That's why it’s doubly important that we hold tly 
tenants we have and encourage new applicants by 
establishing friendly tenant-management relation 

Here are some pointers followed by popular apar! 
ment managers the country over. You'll discove: 
they boil down to big doses of common sense and 
consideration for those who pay the rent check 

1. Screen new tenants carefully. Vhat’s basic if you 
want to avoid trouble later. If a couple has been 
thrown out of another apartment for wild parties 01 
failing to pay rent, they won't suddenly change a 
lifetime of habits when they move into one of you 
units 

Always insist on a complete interview with each 
new tenant. Talk over his problems and require 
ments and give him an accurate picture of the rental 
situation, Check back with his last apartment and 
with the man’s business to see if he is able to pay his 
rent. An established credit reporting agency will 
give you an honest character credit report more than 
worth the small sum it costs. 

One manager in Memphis, Tennessee gives extra 
consideration to applicants who have friends living 
in his apartments. But he checks with the family to 
see if they would like the applicants for neighbors 
This not only gives him frank information on the 
prospects, but creates goodwill with the older ten- 
ants. 

The point is, be sure you know who you’re getting 
in your apartments. Thorough screening helps elimi- 
nate collection problems, high rate of turnover, and 
builds goodwill among tenants. 

2. Establish a mutual understanding of the con 
tract and regulations right from the start. Tenants 
will soon recognize that they are the ones benefiting 
most from a rigid enforcement of rent payments, 
cleanliness, safety, quiet. 

They should sign a statement promising to have 
the rent in your office on the due date. ‘This elimi 
nates misunderstanding and probable trouble later 
on. If the rent isn’t in within a day or so after it’s 
due, drop them a friendly, short reminder. If thi 
fails to get action, post a vacancy sign on the apart 
ment. Habitual non-payers should be evicted quick 
ly. Allowing them to stay is not only poor busi 
ness, but is unfair to the other tenants 

It’s smart to have your inspector check apartments 
at least twice a year in search of regulation viola 
tions, subletting, careless housekeeping. Don’t hesi 
tate to tell a tenant when he is violating the rules, 
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apartments have tenant appeal? 


but put it in a pleasant letter with a personal appeal 
for cooperation 

3. Try to place tenants in the building where the) 
will be happiest 

Placing a group of families of different 
characteristics together can be as disastrous as in 
troducing a southern Dixiecrat to a Wall Street bank 
er on election day 


SOM ial 


Constant friction between tenant 
in a building reflects on management and causes a 
large turnover. This is costly. Try to place tenant 
together with characteristics and habits which dont 
get on each other’s nerves. If possible, separate young 
couples with children from middle-aged and elderly 
couples who seek quiet If that isn't possible con 
fine couples with children to first-and second-flooi 
apartments. 

+t. Make friends with your tenants and encourace 
them to work closely with you in keeping ground 
and buildings clean and attractive. and in caring for 
electrical equipment. 

). Always give prompt service to complaints and 
calls requesting changes. Faulty wiring or fixture 
leaky plumbing, inadequate hot water or heat 
hand in hand with quick tempers 

Many managers require tenants to write request 
for repairs on a handy memo pad so all will be given 
careful attention, One carbon is sent to the superim 
tendent, another to the office for follow-up 

6. Redecorate each apartment or at least make 
certain it is sparkling clean new 
moves i 


before a cera 
Older tenants also appreciate systemats 
Youll find most 
They ll do then 
own work if you supply the materials. It costs mo 
more to let your tenants select their own wallpaper 
pattern or shade of paint if you set a price limit 
and incoming tenants won't be upset by the choice 
if you control patterns and color blending 

Tenants will thank you for clean basements, hall 
and entrances, for prompt garbage disposal, for laun 
dry equipment kept in repair and for 
ventilation 

7. The little extras count. Vhe manager of a large 
multiple housing dwelling in) Detroit, Michigan 
which enjoys 100% occupancy and an extended 
waiting list, attributes most of this popularity to a 
carefully-planned public relations program 
little personal touches which make tenant 
of their home. At Christmas, for 
ings are tastefully decorated 
planned for the children 

The development also maintains a playground an 
sponsors a Pee Wee baseball team for the Children 
offers a baby service for the 
annual hobby adults 4 
munity gardens are promoted 
names and 


redecorating and regular cleaning 
tenants willing to cooperate on this 


good ve neral 


and ' 
proud 
build 


party 4 


instance. the 


and a gay 


mother An 
sponsored, con 


itter s 
show for 
directory 


publi hed { 


and a 
addresses of residents 4: 
tenant convenience 

It’s these thoughtful personal touche 


willingness to consider 


and Vo 
tenants) comfort { 
that make tenants respect management and treat 

as a friend. And it pay 


youl 


off in high occupancy 
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He Sells With a Camera 


( UR photo files save miles” has become an apt 

slogan for Douglas Van Riper, realtor of Man 
hasset, Long Island. Since 1926 he has made photo- 
graphy an inseparable part of his thriving business. 
His complete photo file includes not only pictures of 
houses currently on the market, but every house 
previously sold in his area of business. As a result he 
figures prospects have been saved miles of tiring 
travel from house to house. 

Accompanying these photos are forms which con- 
tain a complete history of each house together with 
all specifications, including a record of all convey 
ances. When a prospect has definite ideas on the type 
of house and price range he wants, Van Riper can 
produce pictures and data of all houses of that 
description available in the area. The prospect picks 
out those that most interest him, eliminates others 
without having to visit them first hand. 

The photo file is a goodwill builder, as well as a 
tume saver. When a client buys a house, Van Riper 
supplies him with half a dozen or more prints of the 
house to show relatives and friends. When 
one sells a house, he gives the seller several nicely 
matted pictures, which, in many cases, are the only 
photo records the former owner has of his old house. 

He also uses the pictures for advertising and dis 
play purposes. The front window of his office con- 
tains a revolving sign showing photographs of the 
leading buys of the day. Fight by 10 and 14x21-inch 
enlargements are made up for clients and for his 
showroom. Made up in post-card size for direct mail 
publicity, the pictures attract attention and are ef 
fective selling tools 

Van Riper has set an example that every real 
estate executive might be wise to follow. Setting up 
a photographic department is easier than it may 
sound and less expensive than you may imagine 

There are two ways to establish a file. One is to 
methodically cover your entire operating area, block 
hy block, shooting each and every house. A quicker 
way to develop a usable file is to first: photograph 
only those houses that are actually on the market. 
Keep a running list of houses as they come up for 
sale and shoot a week's worth at a time. You can 
catch up on used houses as time permits. 

Van Riper’s filing system, as detailed above, is an 
excellent one, but you can also file by location, 
owner, price or any combination that best meets your 
own needs. ‘The simplest system is a 5x8 card file 
on Which you can paste the picture of the house and 
still have room for key information. 

Van Riper uses loose leaf sheets which can be 
made up to contain any amount of information. 
Where there is a great quantity of material with each 
house, your best bet is a regular vertical file in 
standard file drawers. Later, when your file be- 
gins to crowd you out of office space, put it on micro 
film and save 98% in space. 


some 
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By T. T. HOLDEN 
Technical Service Director 
Graflex, Inx 


A complete photographic file of homes in his busi- 
ness area has put this real estate broker two jumps 


ahead of the competition. Here is his system 


RRC 
Owner 


Location Manhasset Price 


Plot 108 


x 69.48 x 81.51 x 80 


6 Rms 1 Baths l 


Mrge. held by Private 


Prepayment 941) pay off 


Construction brick and freme 


full 


Basement lav. 


Iu Floor Liv. rm.; Din.rm.; Kitchen; enclosed p 


2nd Floor 3 Bedrms; 1 Bath 


ind Floor finished attic 


TYPE HEAT o11 steam - 1,000 gel. tank 


Occupied by Owner 


Available 60-90 days 


REMARKS Built 1927 
Extras Stove only. 
DOUGLAS VAN RIPER -- Realtor - - I Sell Shelter! 
190 Plandome Road, Manhasset, L. I 
Northern Blvd & Cedar Swamp Rd, Brookville Lo 








Van Riper uses loose leaf sheets on which he pastes a picture 
of the house and lists any amount of information about it 
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$25,000. 
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Realtors Learn 


By Laughs 


The J. C. Nichols Company of Kansas 
City are proving that humor is an ef- 
fective tool in teaching salesmanship 
— more effective than the straight- 


faced lecture 


By JACK STARK 


HERE’s usually a good laugh or two in every 
real estate transaction, but the chuckles heard 

around Kansas City these days come from a tough 
to-please audience that has heard all the best ones, 
What's more, the audience, composed of real estate 
executives and salesmen, is learning by its laughs 

The outfit causing all the guffaws in Kansas City, 
Topeka, Wichita and points West is a five-man team 
called the JCN Players who are put on the stage by 
the J. C. Nichols Company. Begun as a sales training 
program for its own sales staff, the idea of acting 
out sales points proved so popular with the Nichols 
salesmen that a demand for it grew outside the 
organization 

They put on three skits: “How Not to Show a 
House,” “Salesman Sam and Sloppy Joe.” and 
“The People vs a Million Dollar Salesman.” Clever 
ly written and acted out by Nichols’ Salesmen, the 
skits owe a part of their popularity to the impact 
through satire and contrast that brings home to the 
audiences some sales techniques they had forgotten 

The character Sloppy Joe usually brings down the 
house. He is as poor an excuse for a salesman as 
any prospect has the misfortune to run into. Joe 
lets his paper work pile up, neglects appointments. 
is never informed on his homes, and, consequently, 
complains he never makes a sale. Sam, the extreme 
opposite, is a model of perfection when it comes to 
efficiency. promptness and courtesy with clients 

To give you an idea of the script, here’s Joe’s side 
of a telephone conversation with a client 

“Yeah. this is Joe. Howya, Jac k? Sure sorry about 
that appointment yesterday. Just couldn't make it 
Yeah, my wife had to use the car 

“You waited an hour and a half? Sorry, Jack . 
but nothing lost. The home was sold this morning 

“Yeah, I know it’s what you wanted, but Jack 
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ALESMAN 


are AM... 


JCN players from left to right, Ben Turpin as Sloppy Joe; Rush 
Scott, overconfident salesman; Virginia Powell, the buyer; Bob 
Whitmer, narrator and script writer; Ted Bland, Salesman Sam 


I’ve got something else for you. A little dandy the 
little woman’ll be nuts about 

“Bedrooms? Yeah, it’s got bedrooms 

“Oh, I see what you mean. It’s got 3. maybe 4, I 
think. And, Jack, get this. Fach bedroom can accom 
modate a bed! Your wife will love it 

“Bathrooms? Either 1144 or 21% 
half is in the basement 

“Have I seen this home? To tell the truth, Jack 
I haven't, but the other guys in the office who have 
seen it say it’s terrific 

“Price? (Fumbles through listing book, but can’! 
find it. Asks Salesman Sam about house, and Sam 
says the house was sold two weeks ago. Joe turn 
back to the phone. ) 

“Jack, sorry old kid. the house was sold 
ago. Ha, Ha, still a market 
Jack? Jack? 

“Why the louse hung up on me. | 
spending my time with a guy like that! 

“The People Vs a Million Dollar Salesman” 3 
designed around a courtroom scene. The theme i 
that it’s impractical for any salesman to sell a mil 
lion dollars worth of real estate in 
without using unethical practices. which accordiny 
ly, is being aired in ped to determine just what 
methods were used. The wind-up comes when the 
defense attorney proves that the reason the salesman 
sold the million dollars worth of property was that 
he practices every good act of salesmanship known 

This sort of slapstick comedy pointed directly at 
the salesmen themselves and the audience, has made 
the JCN Players a much booked group. Yell 
screams, catcalls and whistles greet the group wher 
ever they appear. The realtors who come to listen 
go away usually grinning and a little bit wiser, if 
not redfaced, after a performance 


but I think the 


> week 


seller's vy’ know. Jack 


hould | 


any one year 
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1 Am Wour Hyome 
~i§- a perfect 


AM VOUR HOME, proc of maura s gift for 


home buyers 





a powerful 
sales piece for 




















home prospects 





Ww “I Am Your Home” first appeared in the Journal in January, 1950, 
it was hailed as one of the finest tributes to home ever written. Since that 
time it has warmed the hearts of millions, serving as a stirring declaration of 
what home really means to our American way of life. 

Authored by the Journal's editorial director, Ralph H. Clements, “I Am Your 
Home” speaks in glowing prose of the values of home and home ownership. 

Thousands of requests from real estate and home building organizations have 
poured into the Journal office for copies of this creed for distribution to home 
buyers and prospects. In answer to these requests, handsome two-color repro 
ductions of “I Am Your Home” have been prepared to make it an unusual, 
effective, lasting mailing piece to send to prospective home buyers. And copies 
of the creed have been produced on parchment-like stock suitable for framing, 
making it an ideal, thoughtful gift for home buyers. You can have copies of 


“I Am Your Home” to send to your clients at the following prices: 


MAILING Copres FRAMING CopliEs 


10 copies $ .60 10 copies $2.00 
100 2.50 100 15.00 
500 11.00 500 60.00 

1,000 21.00 1,000 100.00 


National Real Estate and Building Journal 
427 Sixth Avenue, SE 
Cedar Rapids, Iowa 


Please send me copies of “I Am 
Your Home” for mailing, framing purposes 
(circle one). 

N A T I O N A L R E A L E S TAT E Remittance of is enclosed. 
AND BUILDING JOURNAL 


C EDA R RAPIiOS., IOWA 


Signed 
Address 


aaa 
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A Dilly of a Dolly 


Fresh’nd-Aire Company of Chicago has announced 
that they will market a new dehumidifier dolly. The 
dolly, which fits on the Fresh’nd-Aire dehumidifie: 
feet. can be easily slipped into place the company re 
ports. Made of heavy-gauge steel. it comes complete 
with four swivel casters and is finished in a neutral 
grey-cream. 


Quick as a Wink 


The development of a new cement which permits 
the rapid installation of plastic laminates to countes 
and sinks without the use of presses, clamps, heavy 
weights or long curing has been announced by the 
Armstrong Cork Company of Lancaster, Pennsy! 
vania. Available to the builder in 55 and 30 gallon 
drums, the cement is a tan. liquid, air-drying ad- 
hesive with a synthetic rubber base. The company 
claims that it provides a permanent bond resistant to 
both oil and water and may be used to bond plasti 
laminate sheets to plywood, steel, aluminum and 
composition. bases. 


Ranch Style 


The Southern California Building Permit Service 
of Los Angeles is offering a new home plan book, 
Ranch and Country. Wt contains the pictures and 
floor plans of 120 ranch-style homes and prices of 


the working drawings and 


which are available 


Through the Looking Glass 


A new glass jalousie, the Alenco. is being offered 
dealers and distributors by the Albritton Engineer 
ing Corporation, Houston, Texas. The unit has a 
heavy extruded aluminum frame with a friction 
free lifetime operating mechanism and can be as 
sembled with eight screws. It is available in as 
sembled or KD units in 24 stock sizes. Weather proof 
ing at vane ends is achieved by a double baffle sy 
tem 


Screen Star 

The Owens-Corning Fiberglas Corporation of New 
York has announced that a 
screen, said to combine outstanding resistance to rust, 
corrosion and weathering, fire safety, permanent 
color and high impact strength, will be available 
sometime next year. The new screen, woven of vinyl 
coated Fiberglas yarns, is claimed to have no shrink 
age or stret¢ hing under temperature extremes or ex 
cessive moisture 


Optional but Obliging 


A new Dish-Wash Spray is being supplied as op 
tional equipment on sink fittings for both roll rim 
and flat rim porcelain enameled steel sinks by Brigg 
Manufacturing Company. Detroit. The Spray. an 
integral spray-detergent washing unit, is attached by 
a hose under the sink. The body of the unit, made o! 
bakelite to insulate against hot water, is approximate 
ly five inches long and ha 
spray and detergent 


specifications all 


new Fiberglas insect 


separate controls fo 





Since the end of World War II, there has been 
a great growth in oil production in the Rocky 
Mountain Area. An ever increasing thirst for fuels 
and lubricants, together with a tax structure de- 
signed to encourage exploration and development 
have opened this great region to intensive activity. 
From the Williston Basin Area to the Mexican 
Border hundreds of oil companies and related in- 
dustries are establishing and expanding operations. 


At the center, geographically and traditionally, 
of this great “Oil Play” is Casper, Wyoming. 
This city, adjacent to the famous Salt Creek Field 
which was the first major field in the Rocky Moun- 
tain area, has developed into one of the leading oil 
communities in the world. It is said that with the 
exception only of ‘Tulsa and Houston, ¢ asper ranks 
first in the nation in the total number of oil com- 
panies, supply companies, exploration outfits and 
other oil-connected activities. During the past ten 
years some truly surprising and interesting records 





Rental Housing Investment Opportunities 


have been racked up by this city in the realm of 
per capita income, sales potential, building permits, 
utility installations, bank deposits, etc. 

The main felt want of Casper is for rental hous- 
ing. Over $25,000,000 worth of housing has been 
constructed since 1945 but it has been almost ex 
clusively houses for sale. We believe there is a 
sound market here for rental housing either in 
the form of apartment houses or multiple type 
dwellings. 

We solicit your consideration of Casper as a 
city where quality apartments or other multi- 
family dwellings may profitably be built and 
operated. We welcome inquiries and questions, 
which will, of course, be considered confidential. 
Our facilities are at your disposal if you wish to 


investigate the possibilities. 


ECONOMIC DEVELOPMENT COMMITTEE 
Casper Chamber of Commerce, 
Casper, Wyoming 
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By GEORGE F. ANDERSON 


HEN a municipality calls for 

bids on a construction job it 
requires a deposit from the respec 
tive bidders for assurance that if 
a bid is accepted, the contractor 
will sign a formal contract and go 
on with the job. If a contractor 
makes a mistake in his bid, it is 
his funeral because that is not one 
of those mistakes that may be the 
basis for rescinding a contract 

As the court puts it in the case 
of Bowes Co. vs Inhabitants of Mil 
ton, 259 Mass. 228, ‘There was no 
mistake on the part of the mem 
bers of the committee who acted 
for the town; they acted in good 
faith without any knowledge that 
the plaintiff had made any mistake 
in the submission of his bid. The 
mistake was wholly its own, it was 
not induced in any way by the de 
fendants or its agents. The com 
mittee accepted the bid as finally 
made, and had a right to assume 
that the plaintiff would carry out 
its agreement. In these circum 
stances the plaintiff must be held 
bound by its preliminary agree 
ment.” 

A more interesting question is 
whether the contractor only for 
feits his deposit or if he is liable 
for breach of the formal agreement 
which it refused to sign. To lose a 
deposit of $2,500 is one thing; to 
be hable for a breach of contract 
that may run into five figures is 
another 

The court disposed of the ques 
tion in these words: ““The terms of 
the invitation to contractors to bid 
show that it was intended to treat 
the deposit as liquidated damages. 
and it must be so regarded, The 
plaintiff is liable only to the ex 
tent of its deposit. It follows that 
it is not liable for damages sus 
tained by the town, as alleged in 
the cross bill. because the cost of 
erecting the building was a sum in 
excess of plaintiff's bid.” 


| RECEIVED a letter from a man 


who had sold a six-flat. Sold it 
himself without a broker. After the 
deal was closed, he mailed one of 
the tenants a check for $50, think 
ing that the tenant had been help 
ful to him in selling the building. 
Later he learned that the tenant 
had not been helpful but on the 
contrary had knocked the deal, and 
he wanted to know from me if I 
had ever heard of a case like that. 
I'm glad he didn’t ask me if he 
could recover the $50, because that 


38 


If a contractor makes a mistake on a bid, must he hold to his original 


estimation? If you send a gift to a man you thought had helped you 


make a sale, can you reclaim your money if you discover later he 


worked against you? Can a large expense ever be considered a hard- 


ship by law? Here are the answers by our expert legal counsellor 


would be more difficult to answer 

Some years ago there was an 
auction of an elephant in South 
Africa. While the elephant was on 
preview just before the auction a 
man walked around and around 
and around looking carefully. The 
auctioneer said, “Vl give you $50 
if you get out of here.” The trans 
action was completed. After the 
auction the auctioneer met the 
man on the street and said to him. 
“How did you know that the ele 
phant had a game left hind leg?” 
The man said he didn’t know it 
The auctioneer said, “Well, why 
were you walking around him the 
way you were.’ The man said: “I 
Was just trying to figure out which 
was his head and which was his 
tail.” 


A owner signed a contract to 
IX sell a building for $10,000 
The title was brought down to 
date, and it showed a prior con 
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tract of sale. The seller said, “That 
just slipped my mind.” It seems 
the deal didn’t go through, and 
the seller forgot all about it. The 
prior contract buyer wanted $1, 
000 for a quit claim deed. You 
can call this a holdup, a blackmail, 
an extortion, a shakedown, a rack 
et, or anything else. I agree with 
you. The seller said, “I ain’t going 
to pay it. I'll be hanged if I do.” 
The buyer brought a suit for spe 
cific performance. The seller went 
to a lawyer. The lawyer told him, 
“Don’t worry about it. There’s a 
principle that a court of equity 
will not grant a specific perform 
ance where it operates as a hard 
ship on the defendant, and if this 
isn't a hardship I don’t know what 
a hardship is.”’ 

He didn’t. Our Supreme Court 
has held an expense, even if it is 
great, is not considered a hard 
ship. Smith vs. Farmers Bank, 390 
Ill. 374. 
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W You May be Interested in a New Public 
Relations Program for One Qualified 


Realtor in each Community 


ts 


This new program is based on a tried-and-proven 


principle, with a new concept . . . it is called 


Aye 


UNDER ALL 1S THE LAND 


/ 


Ww 
v 
Ww 


OWNERSHIP becomes your ambassador of good- 
will, your own publication, telling the story of real 
estate — your story — each month. Skillfully writ- 
ten, delightfully illustrated, OWNERSHIP helps 
build and maintain friendships for you with the 
key people of your city. 

Charter franchises for OWNERSHIP are now 
being awarded to one qualified Realtor in each 
community. Those Realtors who have seen it are 
delighted with it! If you are interested, we suggest 

“7 that you inquire (at no obligation) soon, because 
inquiries from Realtors are being received in every 
mail. Address your letter to 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 


427 Sixth Avenue SE CEDAR RAPIDS, IOWA 
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GAIN RECOGNIZED ON 
sale of his residence and purchase 
of another by a taxpayer may be 
reported on the installment basis, 
providing the sale qualifies as an 
installment sale under Section 44 
of the Code. The amount of gain 
to be reported each year as income 
on the installments paid is’ the 
per cent that the total gain to be 
recognized bears to the total con- 
tract price 


WHEN IS A SALE NOT A 
sale, but an exchange? “A” own 
ed a parcel of business property 
which him $24,000. It did 
not meet his business require 
ments. “B had a property which 
was exactly what A needed. B 
agreed to sell his property to A 
for $50,000 if A would sell his 
property to B for $10,000, 

Presumably, two separate sales 
contracts were consummated in 
closing the sale 

A subsequently claimed a loss 
of $14,000 in filing his tax return. 
The tax court (Swartz v. Comm. ). 
disallowed the claim of A, stating 
that the two properties were ex- 
changed as one sale with an ad- 
justment i cash or its equivalent 
for the difference in sale price be 
tween the two 


cost 


EXPENSES AT THE ‘TIME 


of sale of Residential property are 


mishandled 
countants 


often tax-wise. Ac 
receive many queries 
from taxpayers as to how to han 
dle such items. ‘To sumplify the 
distinction between three possible 
types of such expenditures, the 
three categories are given below 
1) Expenses incurred incident 
to the sale are an offset to the sell- 
ing price. They 
Ing eXpenses 
abstract costs, tithe insurance, ete 
2) Maintenance repairs, paint 
ing and redecorating the property 


include clos- 
COMMISSIONS paid, 


mhay 


’ 
of ‘ineeeienetenatiiad 


to make it more salable are not 
an offset to selling price because 
they are still personal expenses no 
matter what the intentions are 

3) Improvements, betterments, 
and additions of a permanent na 
ture are capital expenditures and 
increase the cost of the property. 

There is one exception to con- 
sider in connection with the se 
ond category. If such expenses 
were incurred as part of the sale 
agreement they offset to 
the selling price. 


are ant 


WHAT CONSTITUTES FUR 
nishing more than one-half of a 
dependent’s support has been a 
problem for many taxpayers. ‘The 
tax court (Melot v Comm... ‘T¢ 
Memo) has indicated in a memo 
decision that a house owned by a 
taxpayer and rented to a depen 
dent parent for less than OPA ceil- 
ing prices is a deciding factor in 
making this determination. Also 
considered as support was the cost 
of vacations paid for by the tax 
payer 


NEW DEPRECIATION POL- 
icy. Internal Revenue Department 
employees have been instructed 
not to propose any changes in a 
taxpayer's depreciation deductions 
unless there is a clear and con 
If the 
laxpayer’s rates are fair and rea 
sonable they are to remain as re 
ported. The new policy still sup 
ports the rule-“useful life 
cost’ as the basis. When a 
has been established it must be 
consistently followed. unless there 
is a very good reason for change. 
In establishing rates on newly ac- 
quired properties, the factors gov 
erning “useful life’ should be 
given careful consideration. Bul 
letin “EF” is still a helpful guide in 
fixing rates on assets where nor- 
mal conditions exist. This change 


vineing basis for a revision 


and 
rate 
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in policy was effective May 15. 
1953. and on open years 


LITIGATION EXPENSES IN 
defending a leasehold are not cur- 
rently deductible as expense but 
are a part of the leasehold cost 
The amounts were spent in de- 
fending title to property. There 
fore, they are capital expenditures 

Jush Terminal v Comm... CA-2. 
9/15/1953). Such expenses should 
be added to leasehold improve- 
ment costs and written off over 
the remaining life of the lease. 


EXPENSES INCURRED BY 
taxpayer in locating a new busi- 
ness are not business expenses and 
therefore are not deductible from 
current income, says the tax court 

Ward v Comm... TC Dkt No 
34.292. 5/15/1953). Traveling ex- 
penses paid by an individual seek 
ing a new business location and 
plans prepared by engineers of 
such a project in starting the busi 
ness are part of the organization 
expenses of the new business, and 
not personal deductions of the tax- 
payer. If the new organization re 
imburses the individual they are 
organization expenses of the new 
company and if the taxpayer ts 
not reimbursed but later owns an 
interest in the business they be- 
come part of his investment cost in 
the enterprise 


TEMPORARY LIVING IN 
property held for investment does 
not make it a residence. according 
to the tax court (Wilcox v Comm., 
TC Dkt No. 37382, 5/8/1953) 
A husband and wife owned three 
improved properties, one as their 
home and the other two for invest- 
ment. For a period of time they 
rented out the one they considered 
their home and lived in one of the 
other properties. It was a tem 
porary arrangement in which the 
tenant, when notified. would turn 
the property back over to the own- 
ers. Later. the husband and wife 
returned to their original home 
under this arrangement and_ sold 
the other two properties. A 
was sustained on the one in which 
they had lived temporarily. The 
tax court held that the investment 
character of this property was not 
changed to a personal residence 
merely because of the tax-payers’ 
temporary occupancy. The 
was therefore deductible under 
Code Section 23 (e) (2). The 
properties were originally pur 
chased to make a profit. 


loss 


loss 
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P. J. Harvey established his real estate business in 


Brantford, Ontario, 10 years ago, specializing in the 
sale of residential, commercial, and industrial property 
In the past few years, his company, which now em 
ploys 12 people, also has entered the fields of new 
housing, mortgage financing, and appraisals. Mr. Har 
vey is a member of the Brantford Realtors Association, 
the National Association of Real Estate Boards, and 
president of the Ontario Association of Real Estate 


Boards 


“We commend PERFECT HOME Magazine to everyone 
who is interested in friendly public relations,” 


Says P. J. Harvey of Brantford, Ontario 


HE people to whom we send Perrect HoMe Magazine are elo- 

quent in their praise of its quality and scope,” says Realtor P. J. 
Harvey of Brantford, Ontario. “And we, the sponsors, as well as our 
co-sponsors, have felt the impact of goodwill created by the monthly 
magazine which assists people in their planning and dreaming — a 
magazine that makes really fine reading. 

“Our office has sponsored Perrecr Home for five years. We con- 
sider it a goodwill ambassador impossible to obtain on a local level. 
From experience, we have learned that it builds prestige and im- 
proves the standing in the community of sponsor and co-sponsor 
alike. We are convinced, too, that the magazine promotes confidence 
and goodwill in a special way. We are sure such benefits could not be 
better attained through any other medium.” 

Mr. Harvey, along with executives of other leading real estate, home 
building, and home financing organizations, realizes that goodwill 
must be developed carefully and continuously. Families usually buy but 
one or two homes in a lifetime, and they want to be sure that the firm 
with which they deal merits and enjoys the highest public confidence. 
This background-selling, this business-building phase of operating a 
real estate office is vital to success. 

Perrect HOME is designed to perform this task. It makes friends, 
builds prestige, develops third party influence. 

Through the Perrecr Home Plan, the cost of sponsoring and co- 
sponsoring this program is nominal. Editorial preparation, art, and 
engraving costs are shared among its users throughout the United 
States and Canada. Local reproduction and mailing costs are spread 
among the selected, reliable building factors who are invited into the 
program and who gain in prestige and goodwill from its use. 

A limited number of exclusive, annual renewable franchises are 
available to real estate, home building, or home financing organiza 
tions of unimpeachable reputation. If you are interested, address your 
inquiry to 
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PROOF). ANY SIZE... 
ANY AMOUNT. The Los Angeles tussle over public housing cropped up again a 
few weeks ago during the race for mayor. The incumbent, Fletcher 

ee Bowron, big cog in the public housers’ wheel, was defeated by Rep- 

Alec... f resentative Norris Poulson, a vigorous opponent of socialized hous- 
*METAL STAKES ing. In Newark, the wheel of fortune also turned on Mayor Villani, 


*PRINTING US who was defeated in his bid for reelection. 
* WINDOW DISPLAYS 


A milestone in the prefab industry's growth was the dedication of 
Best Homes’ new $1 million plant last month in Effingham, Illinois. 
Best officials expect a production of eight homes per day with a 
possible 24 homes per day if the plant operates around the clock. 
ii acai All Mie A a Keynote speaker was William B. F. Hall, president of the Pre- 
buy 25 to 60 ft, frontage in 90 to 100% aren in fabricated Home Manufacturers Institute and of General Indus 


cities 25,000 to 100,000 anywhere. Brokers’ coop- 


eration invited Edw. Mitchell, 276 5th Ave., | tries orporation, Fort Wayne. 
oe 


| students of Michigan State College are a bit richer today, for 


they have been awarded a total of $1,600 by the J. C. Nichols 

sy I G N oy Foundation for submitting the best essays on improvement and 

development of community life. Their remuneration is not in 

Baked Enamel on 30 gauge Metal dollars alone. They’ve focused their minds on the top problems 
Write for Ilustrated Literature and Prices : 


of real estate development and will some day be in a position to 


LANCELOT STUDIOS utilize their knowledge to improve their own communities. 


100 SEVENTH ST., PITTSBURGH 22, PA. 


CTIVE DISPLAY ADV. 
1702 W. 19th ST., CHICAGO BILL. 

















Perhaps each of us, in the everyday business of building, merchan- 
2... 2 dising. and managing today’s homes, could find ways to point out 
Training FOR to our youth the importance of good community development and 

city planning. ‘Today’s average home buyer isn’t aware of the 

FUTURE REAL ESTATE basics of community development. Educating them while they're 


Brokers, Appraisers, Managers young will build better citizens for tomorrow and produce more 


Investigate our Home Study and Residential llioge » rer 
courses in Real Estate. Includes all phases of ante lige nt home buys - 
the business. Send for big FREE CATALOG 
today. No obligation. 


WEAVER SCHOOL OF REAL ESTATE Turn your construction crews loose with this idea: stilts for your 
Dept. RE insulation and drywall applicators. A Detroit tradesman, Hugh 
Suite 300 Law Bldg. Kansas City, Mo. | | Dodge, perfected the idea while looking for a way to beat his com 
petition. That was three years ago. Now he has a crew of 12 men 
equipped with stilts strapped to their legs, short ones for tall men 
and long ones for short men. He has applied for a patent. Dodge 
says some of his men like them so well they roller skate on them 
after hours. 











Speaking of education, George Beckmann, realtor of Teaneck and 
Ridgewood, New Jersey, has just completed his fourth real estate 
course with the “graduation” of 50 successful students. Beckmann 
offers his course free of charge, but students must agree to work 
for a realtor at the conclusion. Composed of eight weekly two-hour 
8 rt R y CE sessions, the course is conducted by company officials and guest 
experts. Beckmann even makes wire recordings of each class for 
mag On Rh 2 ray nope cA the benefit of those who miss a session. 


GREENVILLE S¢ | Need some sales ammunition for new and existing houses? Accord- 
. > ing to a nation-wide survey conducted by NAREB, the next six 


months will be a good time to buy a home. Most — from par- 
Moorlee Display Advertising, 239 North Robert- ticipating boards predict stable prices for new homes in that 
on Boulevard, Beverly Hills, California was mis- | t ; ; > . ° 
takenly omitted from the National Sign Directory period, attributed to the existence of a buyer's market, which is 


vhic P wal ec ra 4 s . ° P ‘ . 
= OP eTee eo ORRAL US of the April Roster | also taking the starch out of inflated prices on existing houses. 
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CONSULT THESE 


FOR REAL ESTATE 


SALES 


@DENVER, COLO 
Garrett-Bromfield & 


Co 
Security Bld¢ 


eFORI 
DALI 
Jack Higginbotham 
Realtor 
601 B. Las Olas Blyd 


LAUDER 
FLA 


FOR EXPERT 


@eNEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd St 


Main Street Proper- 


ties Anywhere in 
the U.S.A 


eWICHITA FALLS, 
TEX 


Ray Keith Realty 
C% 


’ 
P.O. Box 2195 


APPRAISAL SERVICE 


eCOLUMBL SOHC 
William P. Zinn & 
( 


a 
47 North Third St 


@EAST ORANGI 
N.J 


Godfrey F. Preiser, 
M.A.1.—S.R.A 
1 N. Harrison St 


eMINNEAPOLIS 

MINN 

Norman L. Newhall 
M.A.I 


519 Marquette Ave 


@ NASHVILLE 
TENN 


Biscoe Griffith Co 
— Since 191 

214 Union St 

Tenn N Ala 


@ NEWARK, N.J 
Harry 7 Stevens 
M.A 


478 Central Ave 


@eNEWARK, N.J 
Van Ness Corp 
H. W. Van Ness, 

President 
24 Commerce St 


@NEW YORK, N.Y 


Scientific Appraisal 
Corp 

7 Bast 42nd St 

$200,000 values and 
up only 


@PHILADELPHIA 
PA 
Richard J. Seltzer 
M.A.1 


1422 Chestnut St 


est. LOUIS, MO 
Otto J. Dickmann 


1861 Railway Fx 
change Bldg 


@ TOLEDO, OHIO 
Howard W. Etchen 
M.A.I. 


Etchen-Luta Co 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
‘Specializing 
Fastern Penn 


@NEW ORLEANS, 
LA 


Leo Fellman & Co 
829 Union St 


@SARASOTA, FLA 


Don B. Newburn 
144 So. Pineapple 
@ALGUSTA. GA Ave 


Sherman-Hemstreet 
Realty Co 
801 Broad St 


esc HENECTADY 
N.Y 


R. C. Blase 
WI9-511 State St 


@eBALTIMORE, MID 
B. Howard Riv hard 


Inc 
Morris Bide 


eLOLEDO, OHLO 
The Al FE. Reuben 
( 


a 
618-20 Madison Ave 


eCOLUMBUS OHIO 
William P. Zinn & 


ay 
37 North Third St 
@ TULSA, OKLA 
H. F. Bradburn 
1921 BE. 13th St 


@KANSAS CITY 
MO 


Moseley & Company 

Retail, Wholesale 
Industrial 

Suite LLL, Insur 
ance Exch. Bide 


@eWASHINGTON 
1.¢ 


Shannon & Luchs 


ay 
105 HSt. NW 


FOR FARMS 
AND RANCHES 


@ BRADENTON, 
FLA 


Walter S. Hardin 
Realty Co 
26 years experience 
Hardin my | ° 
#2 12th St 


FOR LAND PLANNING 


@WILMETTE, ILL 
Myron H. West 
916 Greenleaf Ave 


SPECIALISTS... 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS, OHIO 
William P. Zinn 


@eDENVER, COLO 
Garrett-Bromfield 


& Co & Co 
$7 North Third St Security Bldg 


@LOPEKA, KAN 


Gsreenwood Agency 
108 Fast Seventh St 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA 
I he Jarrett MO 
Organization Moseley & Company 
42 Hamilton St Retail, Wholesale 
Specializing Industrial 
Fastern Penn Suite TEDL, Insur 
ince Fach. Bide 


@KANSAS CILY, 


eCOLUMBLS, OHIO eMEMPHIS, TENN 
William P. Zinn FE. ©. Bailey & 
Co., Ine 

128 Monroe Avenue 


é 


Co 
$7 North Third St 


eCONNECTICUI est. LOUIS, MO 
AND VICINITY Onto J. Dickmann 
Nathan Herrup, Inc MAJ 
61 Allyn St 
Hartford 


1861 Railway 
Exchange Bide 


erNGLEWOOD 
COLO 
Wilson & Wilson R. Cc. Blase 
2868 S. Broadway W511 State St 


@eSCHENECTADY, 
N.Y 


@elORONTO 
CANADA 
Shortill & Hodgkins 
Limited 
2781 Yonge St 


oe WOOD 
CALI 


Emerson W. Dawson 
P.O. Box 555 


eWICHITA FALLS 
TEX 


Ray Keith Realty 
Co 


P.O. Box 2195 


Rates for Advertising 
.e “Consult These Specialists” 
Department: 

Ver 
Issue 
< line 1 $3.00 
lines ‘ $3.50 
2 lines s than 6 issues $4.00 
Additional lines, 50 cents per issue 


No charge for city and state line 








BRIGGS i@ 


WILLA ‘Every Briggs ‘Beautyware | 





mm fixture is precision-engineered 


as for outstanding performance! 


Briggs Beautyware plumbing fixtures 
are designed and built by experts —men 
who know the problems of the plumber 
and the builder and who take every pos- 
sible step to eliminate those problems. 


It’s easy to see why Briggs Beautyware 
is popular with the man who has to in- 
stall it. For simple, easy installation, 
Briggs Beautyware can’t be beat. Briggs 
engineers have spent years devising in- 
stallation shortcuts that save time and 
money while maintaining the tradi- 
tional Briggs high standard of quality. 


You can virtually forget annoying and 
costly call-backs, too, if you always spec- 


BRIGGS MANUFACTURING COMPANY 


| OR 


ify Briggs Beautyware. All Briggs fix- 
tures are precision-engineered to pro- 
vide years of positive, trouble-free per- 
Thoroughly 
and easy to clean, they require an abso- 
lute minimum of maintenance. 


formance. acid-resistant 


Styled te please the eye and to blend 
harmoniously with any interior deco- 
rating scheme, Briggs Beautyware al- 
ways makes a hit with the folks who 
use it, too. 


Make your next job a Briggs job. You'll 
have a satisfied customer—and when 
you check your savings, you'll always 
choose Briggs! 19 


3001 MILLER AVENUE 


BRIGGS BRASS FITTINGS 
are precision-engineered, too. 
Durable construction and at- 
tractive, modern appearance 
make these sparkling, tarnish- 
proof chromium plated fittings 
a vital part of every Briggs 
Beautywoare installation. 


DETROIT 11, MICHIGAN 





